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1937 — A YEAR OF GAINS FOR 


7 m™ BUSINESS MEN’S ASSURANCE CO. 


ntender KANSAS CITY, MO. 


Chi 
SIGNIFICANT GAINS 
NEW PAID LIFE INSURANCE 


rs Asso 
A Gain of $4,905,403.00 or 24.89% 


TOTAL LIFE INSURANCE IN FORCE. 


A Gain of $9,684,027.00 or 9.23%, 


COMMERCIAL ACCIDENT AND HEALTH INCOME 


. $ 24,614,189.00 
1 14,657,544.00 
| 837,272.26 
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A Gain of 
TOTAL INCOME 

A Gain of 
TOTAL ADMITTED ASSETS 


$84,391.40 or 4.81% 


6,108,670.56 
15,898,549.29 


$512,619.15 or 9.16% 


A Gain of $1,959,817.55 or 14.06% 


EXCESS SECURITY TO POLICYOWNERS 
A Gain of 


| 480,341.02 


$133,242.48 or 9.89% 


CONDENSED FINANCIAL STATEMENT 


December 31, 


ASSETS 
First Mortgage Loans....._.. 
Bonds 
Loans to Policyowners 
Cash in Banks 


Real Estate 
(Including Home Office Build- 
ing from which gross rental in- 
come of $138,547.03 was re- 
ceived in 1937) 
Interest and Rents due and Ac- 
crued 158,497.03 
697,386.57 


.$ 6,064,066.47 
5,028,276.17 
1,640, 161.91 

372,639.52 
1,937,521.62 





$15,898,549.29 


RATIO OF $110.27 ASSETS FOR 


1937 
RESERVES AND SURPLUS 


Reserve to Guarantee Policy obli- 
gations 

Reserve for Taxes 

Reserve for Premiums and Interest 
Paid in Advance 

Reserve for other Miscellaneous 
Obligations 


TOTAL RESERVES 
Capital Stock 


Contingency Funds . 
General Surplus .... 755,341 02 


EXCESS SECURITY TO POLICY- 
OWNERS 1,480,341 .02 


$15,898,549.29 


$13,730,516.66 
167,275.40 


363,311.32 


157,104.89 
$14,418,208.27 








EACH $100.00 LIABILITIES 


These figures show that B. M. A. has $110.27 assets for each $100.00 of liabilities— 
a ratio equalled by few American Life Insurance companies, even including the oldest 
and largest in the country. For detailed 1937 Financial Statement, write the Business 


Men's Assurance Co., B.M.A. Bldg., Kansas City, Missouri. 


More than $40,000,000.00 Paid Policyowners and 
Beneficiaries Since Organization 


BRANCH OFFICES 
Charleston Columbus Dallas 
Little Rock Los Angeles 
Oklahoma City Portland, Ore. 

St. Louis Seattle Springfield, Ill. 


2003 eieiqien Rraggqer 


weet ete. 


Home Office Bldg. 
Union Station Plaza 
Kansas City, Mo. 


Detroit 
Louisville Madison 
Salt Lake City 
Wichita 


Denver 


Cedar Rapids 
Indianapolis 


Chicago 
Kansas City 
Nashville 


San Francisco 


Milwaukee 


San Diego 


FRIDAY, FEBRUARY 4, 1938 











JEFFERSON STANDARD LIFE INSURANCE CO. 


31st ANNUAL Financial Statement DECEMBER 31, 1937 


ASSETS LIABILITIES 
ME os es token c ees PEG CUS oy es oe $ 1,157,352 POLICY RESERVES ................ $ 62,481,081 
This amount represents the reserve required 
Bonds: by law to assure prompt payment of pol- 
United States Government......... $ 297,382 icy obligations. 
State, County and Municipal...... $ 4,184,646 Reserve for Policy Claims........... $ 476,684 


Claims in course of settlement on which 


Other Bonds and Stocks............. $ 7,232,633 proofs have not been received. 
Bonds carried on amortized basis. Listed 
securities at market values as of Decem- Reserve for Tames .................. $ 261,240 
ber 31, 1937. 
Premiums and Interest Paid in Ad- 
First Mortgage Loans............... $ 34,374,882 REE. ¢ esi eee ee eek Pe ee $ 641,455 
On farm property, $4,590,419, on city prop- b 
ste GAS-TOLABS: “Thsen loceie waco sucde Policy Proceeds Left with Company. .$ 3,769,449 


on a basis not to exceed approximately 
90% of a conservative valuation. 


Dividends for Policyholders ......... $ 708,495 
Reserve for All Other Liabilities... ... $ 256,190 


Medical and inspection fees, and bills not 
yet presented. 


ek ke acl Ua whe gee $ 5,557,631 
This includes our seventeen-story Home 
Office Building. 





Loans to Our Policyholders.......... $ 12,804,559 si ainaleiien thea eta heist csi 

Fully secured by the cash values of policies. Contingency Reserve ...... $1,000,000 

A fund to take care of contin- 

Premium Loans and Liens........... $ 4,341,332 gencies, depreciation on real 

Fully secured by the cash values of policies. estate ond investment fluctua- 

tions. 

Investment Income in Course of Cupid ................64: 1,000,000 

Ee eer e a er eee $ 797,001 


Surplus Unassigned ....... 2,600,000 
Premiums in Course of Collection....$ 2,279,775 enero 
Total Surplus Funds for Additional 
Al Other Aapots.................... $ 167,401 Protection of Policyholders........ $ 4,600,000 








Total Admitted Assets....... $ 73,194,594 Total 


fas at he! 


This statement has been filed with the insurance departments of the District 
of Columbia, Puerto Rico, and the twenty-five states in which we operate. 


rie iene eee $ 73,194,594 
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Jefferson Standard Life Insurance Co. 


JULIAN PRICE PRESIDENT ST ee 


GREENSBORO, NORTH CAROLINA 
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Administrative 
Problems Treated 
by Parkinson 








Addresses Cincinnati Gen- 
eral Agents and Managers 
at Leaders Meeting 





CINCINNATI — Agency leaders in 
lives and volume were honored by the 
Associated Life General Agents and 
Managers here. Each leader was given a 
plaque in recognition of his achieve- 
ment. Among those attending were: 
L. B. Scheuer, State Mutual of Worces- 
ter, president of the managers’ associa- 
tion; T. I. Parkinson, president Equit- 
able Society, New York, guest speaker 
of the evening; Superintendent Bowen, 


Raymond Rhoads, assistant to Mr. 
Bowen; W. A. Robinson, actuary of the 
Ohio department; T. J. Davis, president 
First National Bank, Cincinnati; G. J. 
Woodward, manager Equitable Society, 
Cincinnati, and R. C. O’Connor, Reli- 
ance Life, chairman of the committee in 
charge. 

Mr. Scheuer presided with Messrs. 
Bowen and O’Connor awarding the 
plaques to each man. Mr. Bowen spoke 
on the qualities of leadership and paid 
tribute to the men for their work. 


Agents of the People 


Mr. Parkinson was introduced by Mr. 
Woodward. “Few of us are proprietors 
of the businesses we administer,’ Mr. 
Parkinson said. “We are merely agents 
for the people, handling their affairs, ad- 
ministering the share in such a manner 
so that the ultimate contribution will be 
reasonable satisfaction to those we serve.” 
Mr. Parkinson said that there is good in 
the small amounts of life insurance which 
prospects buy and agents sell almost au- 
tomatically. “What we want in the life 
insurance world is satisfied policyhold- 
ers, continuing policyholders, and those 
satisfied with a continuing service.” The 
larger amounts of life insurance are sold 
as the result of rendering a professional 
Service by the agent. An agent to be- 
come a leader must prepare himself for 
life insurance in such a manner as a doc- 
tor or lawyer prepares himself for the 
medical or legal profession. Life insur- 
ance companies are “service institu- 
tions,” he said. 


Power to Render Service 


_ “No man in the business world is sat- 
isfied today to do a negative job. We 
now the power of our institutions lies in 
the power to render service.” “As much 
aS we recognize our responsibility, we 
must not act until satisfied that we do 
the right thing with other people’s 
money,” Mr, Parkinson said. “The life 
insurance companies do not fear regula- 
tion, they do not fear punishment. We 
Pay our respects to the extraordinarily 
competent administration of the insur- 
ance departments. We benefit every 


year from their guidance.” He distin- 
guished between law and government 
(CONTINUED ON PAGE 26) 








Pink Analyzes Industrial 
Line and Bank Program 


Judd Dewey’s Blasts May Preju- 
dice N. Y. Legislators Against 
Bank Cover 





NEW YORK — Ironically, Judd 
Dewey, deputy savings bank insurance 
commissioner of Massachusetts, whose 
intemperate attacks on regular life in- 
surance have marked his broadcasts in 
behalf of savings bank life insurance, 
may be one of the most telling factors 
in blocking this form of insurance in 
New York state, where a bill now pend- 
ing in the legislature has the hearty 
endorsement of Governor Lehman. Mr. 
Dewey’s fulminations appear to be do- 
ing more to injure than advance his 
cause outside of Massachusetts. He is 
a splendid example of what the New 
York savings banks should logically 
fear: an aggressive zealot promoting the 
cause he loves by every available means 
and subject to little or no control by 
the savings banks themselves. 

Incidentally, Mr. Dewey is scheduled 
to address a meeting of savings bankers 
in New York City this week and iife 
insurance men are looking forward with 
interest to the reactions of the savings 
bank people. 


Ill-Will a Factor 


While it is barely possible that the 
savings banks in ‘Massachusetts are com- 
pletely indifferent to the amount of ill 
will that Mr. Dewey is stirring up among 
insurance people, it seems doubtful that 
any non-Massachusetts savings banker, 
considering adoption of the idea, would 
care to take up with a system in which 
a militant spokesman might readily get 
them into hot water with life insurance 
men, their relatives, friends, and many of 
their policyholders. 

The implications of Mr. Dewey’s tac- 
tics are perhaps even more ominous than 
what he has actually done. For all his 
fanatical devotion to savings bank life 
insurance, his unfair and unwarranted 
attacks on regular companies, he is gen- 
erally regarded as being sincere in his 
beliefs. What a deputy in charge of 
savings bank insurance could do if he 
were cursed by a racketeer streak is not 
pleasant to contemplate but New York 
savings bankers can hardly be unaware 
of the danger. 


N. Y. Plan Vulnerable 


The setup called for under the Liv- 
ingston bill in New York would be just 
as open to the destructive activities of 
some aggressive, unscrupulous individ- 
ual who might want to make a name 
for himself and didn’t mind how he 
did it. 

Just how little the savings bank them- 
selves would have to say under the Liv- 
ingston bill may be gathered from the 
following excerpt from the proposed 
law: “There shall be in the insurance 
department (of New York state) a divi- 
sion to be known as the division of sav- 
ings bank life insurance . . . the super- 
intendent of insurance shall appoint and 

(CONTINUED ON PAGE 13) 


N. Y. Superintendent Weighs 
Criticisms of Debit Selling in 
Legislative Report 





NEW YORK-—Superintendent Pink 
of New York this week sent to the legis- 
lature an excerpt from his annual re- 
port on the subjects of industrial life 
insurance and savings bank life insur- 
ance. In view of the interest in the 
current discussion of industrial insur- 
ance and the savings bank life insurance, 
the portion of the report dealing with 
these subjects has been released in ad- 
vance of the printing of the annual re- 
port. It is expected that the report will 
be sent to the legislature not later than 
Feb. 15. 

“Industrial life insurance is one of the 
amazing industries of the country,” Mr. 
Pink asserts. “It first became a large 
business in England. The Prudential 
was the first big company there and is 
still the largest company in England. 
Industrial insurance received its first im- 
petus from the abuses of the friendly 
societies, some of which were finan- 
cially sound but most of which were 
without adequate resources to meet pay- 
ments. The industrial companies were 
at least solvent and able to meet their 
obligations. In this respect industrial 
insurance was a great advantage over 
the old system. 


Funeral Benefit Origin 


“The remarkable growth of industrial 
insurance was, in the beginning, due 
largely to the desire of the poorer peo- 
ple to save their children and relatives 
from a pauper’s grave. Industrial insur- 
ance was first taken to provide money 
for the funeral. As it developed it be- 
gan to follow more closely the usual 
forms of insurance. The main difference 
is that it was sold retail, payments were 
made by the week and were collected by 
a large force of agents who not only col- 
lected the premiums but sold the insur- 
ance. 

“The first company organized in this 
country was John F. Dryden’s Pruden- 
tial Insurance Company of America. It 
was patterned after the Prudential Com- 

(CONTINUED ON PAGE 14) 











Millionaires’ Outing May 
Be Held in Galveston 


It is very likely that the pre- 
convention outing of the Million 
Dollar Round Table of the Na- 
tional Association of Life Under- 
writers will be held in Galveston, 
Sept. 16-19, A. C. Bayless of 
Houston, chairman of the precon- 
vention outing, stated at a lunch- 
eon given for him and Grant Tag- 
gart of Cowley, Wyo., at Galves- 
ton. The convention of the Na- 
tional Association will be held in 
Houston, Sept. 19-23. 














Justice Black in 

Move to Interpret 

14th Amendment 
Supreme Court Member 


Takes Stand in Connecticut 
General Case 








Justice Hugo L, Black, appointee of 
President Roosevelt to the U. S. Su- 
preme Court, launched an attack on 
present interpretation of the 14th, or 
“due process of law” amendment to 
the constitution in his first dissenting 
opinion since he went on the bench, his 
action coming in an insurance case. 

Shrugging aside in a few sentences 
whether Connecticut General Life 
should be taxed by California on rein- 
surance premiums, Justice Black said 
he believed the Supreme Court should 
override previous decisions interpreting 
the 14th amendment to apply to cor- 
porations as well as to “persons.” In 
the amendment, only “persons” are spe- 
cified, although by judicial interpreta- 
tion for many years the constitutional 
right has been applied also to corpora- 
tions. In previous decisions it was held 
that the intent of the framers of the 
constitution undoubtely was to extend 
the provisions to corporations as well. 


Black Stands Alone 


The majority opinion, however, sus- 
tained the Connecticut General. The 
opinion, in the case of Connecticut Gen- 
eral Life vs. Charles G. Johnson, state 
treasurer of California, held: “All that 
the appellant did in effecting the rein- 
surance was done without the state, and 
for its transaction no privilege or li- 
cense by California was needful. The 
tax cannot be sustained either as laid 
on property, business done, or transac- 
tions carried on within the state, or as 
a tax on a privilege granted by the 
state..” 

Justice Stone delivered the majority 
opinion, which was concurred in by all 
the other justices save Black and Car- 
dozo, who was not sitting. The major- 
ity included some considered more pro- 
gressive in their tendencies. 

The effect on insurance companies if 
Justice Black’s recommendation should 
be adopted by the Supreme Court prob- 
ably would be harmful. In this case 
the Connecticut General would not have 
had this recourse from the California 
supreme court and state court findings 
that the tax on reinsurance premiums 
was owed to the state. 


Great Protection 


This amendment has proved to be the 
final refuge for insurance companies 
hard pressed by arbitrary demands of 
public officials. It has guaranteed them 
an orderly, unbiased legal process away 
from the influence of local politics and 
the pressing need of lesser political 
subdivisions for new sources of revenue. 
Justice Black’s proposal would close 
the federal courts to insurance compa- 

(CONTINUED ON PAGE 15) 
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Good Progress Shown in 
New Financial Reports 





NORTHWESTERN MUTUAL LIFE 


The Northwestern Mutual Life re- 
ports insurance in force $3,859,216,703, 
increase $81,067,841. New paid-for in- 
surance was $262,196,638. Life an- 
nuities totaled’ $6,269,651. The mortal- 
ity rates dropped from 56.8 in 1936 to 
55.3 percent in 1937. The rate of vol- 
untary terminations, exclusive of deaths 
and maturities, was only 3.79 percent, 
the smallest percentage since 1929, 

Total admitted assets are at a new 
high of $1,178,428,637, a gain of $48,- 
574, 941. Bond investments, represent- 
ing 50 percent of total assets, were listed 
at $586,575,888. The portfolio included 
U. S. government obligations, direct or 
fully guaranteed, $143,183,899; state, 
county and municipal, $179,245,880; Ca- 
nadian government, provincial and mu- 
nicipal, $40,386,249; railroad, $117,636,- 
727; equipment trust certificates, $37,- 
215,306; public utility, $66,607,821, and 
industrial bonds, $2,300,000. No stocks, 
either common or preferred are included. 
Mortgage loan investments, representing 
26 percent of assets, totaled $306,126,854, 
including $83,472,152 in farm mortgages 
and $222,654,701 in city loans. Real es- 
tate holdings, representing 4 percent of 
assets, totaled $48,744,223. Policy loans 
were reduced to $176,831,022, or 15 per- 
cent of assets. Cash is $10,871,090. 

Total income was $204,914,173, in- 
cluding $128,785,444 gross premiums col- 
lected, and $50,136,486 total interest and 
rents. The net rate of interest earned 
showed an increase of .17 per cent over 
the net rate of 1936. 

Disbursements of $145,468,545 in- 
cluded payments of $104,311,743 to 
policyholders and beneficiaries, of which 
$43,456,059 represented death claims and 
$30,384,003 dividends. In addition $14,- 
300,615 were paid under installment and 
option funds left on deposit with the 
company. ‘Total taxes were $3,160,340. 

* * * 
AETNA LIFE 


Excluding additions under group pol- 
icies amounting to $635,902,687, new life 
insurance of the Aetna Life was $325,- 
777,396, increase 6.2 percent. Life in- 
surance in force now amounts to §$3,- 
956,746,669, increase $229,442,114. The 
amount paid policyholders in the life de- 
partment was $58,529,606 and the total 
claims paid in the accident and liability 
department amounted to $10,042,426. 
The net rate of interest earned on the 
funds in the life department was 3.6 
percent. 





In the valuation of the assets of each 
of the companies, bonds, except those 
in default, were valued upon the amor- 
tized basis. Bonds in default were valued 
at market prices. Stocks were valued 
at market prices, except stocks of affili- 
ated companies, for which a value per 
share was determined by dividing capital 
and surpluses by the number of shares 
outstanding. 

Owing to a rising market in 1935 and 
1936 there was experienced a net mar- 
ket appreciation in securities in each of 
those years. President Brainard ex- 
plained that all of this appreciation was 
carried to contingency reserves. In 1937 
the trend was reversed and there was 
experienced a drastic fall in the market 
value of securities. He explains that the 
net depreciation during 1937 was 
charged to contingency reserve account 
up to the amount that that account was 
credited with net appreciation in 1935 
and 1936. Any balance required over 
the latter amount to meet the full net 
depreciation was appropriated out of 
1937 earnings. 


Stock Department Earnings 


President Brainard stated that the 
earnings of the stock department of the 
Aetna Life, before charging off any- 
thing for depreciation in securities but 
after adjusting for all expenses, profits 
and losses on real estate, was $8,543,090. 
These earnings include the Aetna Life’s 
share of the undistributed earnings in 
1937 of its affiliated companies amount- 
ing to $1,842,206 and profit on sales and 
redemption of securities of $550,753. 

The above earnings were applied as 
follows: To write down securities, $4,- 
583,700; dividends to stockholders, $1,- 
650,000; to increase surplus—stock de- 
partment, $2,309,390; total $8,543,090. 

The ordinary insurance in force in the 
participating department is $439,823,963. 
This is 22 percent of the total ordinary 
business. Out of the earnings of the 
participating department in 1937 there 
was allocated $2,199,175 for payment of 
dividends to participating policyholders 
in 1938. The statement shows a surplus 
of $18,326,607 in addition to its paid-up 
capital of $15,000,000. The surplus at 
the end of 1936 was $18,266,430. 

The assets of the Aetna Life increased 
$29,667,817 during the year and now 
amount to $577,272,331. 

Cash composes 3.19 percent of the 
Aetna Life assets, federal bonds 26.52 
percent, total government and munic- 





New President 








A. J. IRVING, Saskatoon, Sask. 


A. J. Irving, manager of the Sun Life 
at Saskatoon, Sask., becomes president 
of the Canadian Life Underwriters As- 
sociation. He is a C. L. U. man. 








farm mortgages 4.45, city mortgages 
5.85, policy loans 12.18. 

The premiums of the Aetna Life last 
year were $107,855,004, increase $2,212,- 
736 and the Aetna Casualty & Surety 
$31,290,653, increase $4,677,662. The 
Automobile of Hartford, the fire com- 
pany, had premiums $12,506,550, increase 
$1,220,813 and the Standard Fire pre- 
miums were $2,044,277, increase $219,- 
134. The total premiums of the Aetna 
Life group were $153,696,484, increase 
$8,330,345. 

* Ok x 
HOME LIFE OF NEW YORK 


The Home Life of New York shows 
assets $96,183,348, of which $1,365,959 is 
cash, $8,807,460 federal bonds, $25,784,- 
061 other bonds, $1,701,330 preferred 
stocks, $31,974,171 mortgages, $1,400,000 
home office building, other real estate 
$5,063,748, policy loans $17,396,914, con- 
tingency reserve $200,000, surplus $3,- 
808,453, dividends to be paid this year 
$1,540,000. Insurance in force is $379,- 
511,099. Its insurance in force has in- 
creased 17.4 percent in 10 years. The 
gain last year was 84 percent more than 
that of 1936. The net interest rate on 
investments after deducting investment 
expense was 4.34 percent. The assets 





ipal 36.12, total bonds 57.68, stocks 6.04, 


(CONTINUED ON PAGE 10) 








FIGURES FROM DECEMBER 31, 


1937 STATEMENTS 








Change Change Prem. Total Benefits Total 
Total in Surplus to New Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
£4: Sy Assets Policyholders 1937 Dec. 31, 1937 In Force 1937 1937 1937 1937 
$ $ $ $ 
Acacia Mutual Life...... 72,775,921 + 6,470,050 2,437,208! 44,784,2662 387,261,646 +22,440,363 10,662,571 15,710,614 5,265,160 o.06h 168 
Bankers Life, Ia........216,265,043 +12,655,943 9,686,325% 63,546,172 746,676,908 +15,711,176 24,651,068 38,203,418 19,546,877 26,727,483 
Pranklin TAfe: icicseces 35,627,716 +1,792,803 1,275,000 20,784,610 175,021,192 + 3,004,897 4,663,901 6,753,461 3,006,543 4,908,989 
Guarantee Mutual Life.. 20,256,888 + 1,454,634 2,817,614 20,330,3744 133,412,420 + 7,003,208 3,768,090 4,875,780 1,938,847 3,621,486 
Home Beneficial, Va..... 8,164,425 + 639,877 1,982,838 4,647,2985 11,984,6905 + 2,003,8025 313,8905 4,603,038 1,500,596 3,870,176 
Home State Life......... 1,290,247 + 156,386 338,566° 12,033,794 27,074,643 + 2,382,559 595,257 675,834 95,724 514,294 
Imperial Life, Can...... 83,933,962 +4,833,153 6,456,821 25,193,024 289,438,142  +7,858,898 10,037,165 15,098,185 6,496,792 9,971,034 
Mangas: TAfe ..ccccccccee 479,370 + 50,340 125,098 1,129,222 4,650,496 + 21,197 122,126 132,500 28,307 83,831 
Lincoln National Life....139,346,396 48,588,727 7,071,9307152,441,845 953,696,951 +52,683,718 22,372,767 35,440,991 11,891,387 25,933,062 
Mutual Trust Life....... 40,750,839 +3,619,202 2,945,962 20,187,662 167,889,784 + 7,753,985 5,610,459 8,041,058 3,045,334 4,967,703 
National Life, Vt........ 195,971,064 +8,196,534 11,067,120 47,139,782 633,955,109 +14,174,100 20,681,249 33,237,480 17,074,046 24,469,409 
New World Life......... 10,804,333 + 366,364 1,889,035 4,674,142 39,386,240 +578,471 1,184,682 1,773,115 752,718 1,418,852 
Northern Life, Wash - 17,222,571 +1,197,569 701,040 17,886,957 100,464,605 + 5,224,300 3,214,564 4,404,007 1,693,521 3,240,232 
Old Line Life, Wis...... 20,549,854 +1,067,302 2,106,461 8,471,377 177,730,261 +2,546,263 2,641,657 3,665,003 1,450,240 2,667,257 
Penn Mutual Life.......668,082,455 +31,206,493 1929,208,347 180,424,409 1,928,474,423 +653,079,928 71,205,618 118,104,611 65,200,131 87,001,614 
Peoples Life, Ind........ 9,207,588 + 597,486 914,200 7,321,853 49,562,272 + 1,782,483 1,276,399 1,836,597 611,364 1,221,905 
Reserve Loan Life....... 10,537,797 + 283,769 401,224 10,451,602 55,391,599 +115,403 1,404,553 2,003,515 969,722 1,736,523 
Southeastern Life, S. C.. 5,583,958 + 399,201 435,412 15,063,856 650,893,454  +6,564,277 1,038,825 1,889,476 550,408 970,490 
State Capital Life....... 145,922 —40,992 120,668 1,213,6888  1,327,6888 + 3,853,916 127,528 134,566 16,827 184,313 
Wisconsin National Life.. 8,455,023 +4 446,526 937,348 6,730,189 39,255,475 + 2,075,509 988,623 1,849,304 453,656 956,897 
FRATERNALS 

Maccabees .....+seeeeeee 50,698,359 +3,855,213 3,090,777 24,994,970 182,805,094 +4,274,992 5,982,177 11,631,591 5,408,550 8,153,209 
Praetorians ......seeseee 8,070,462 + 154,902 431,029 24,209,345 69,423,695 +2,828,600 1,458,479 1,995,782 541,079 1,788,909 

1Includes contingency reserve of $725,000. 2Excluded increased and revived. Includes dividend additions. 

8Reserve for security fluctuations and other contingencies. “Does not include increases, $1,722,113; revivals, $1,440,494. 

SOrd. only. Industrial new business $73,368,910, in force $74,277,446, increase in force $8,461,505, total premium income $3,920,955 

SIncludes $36,500 contingency reserve. 7Includes contingency reserve of $1,071,930. 


8Ord. only. 


Industrial new business $9,616,920, in force $4,100,684. 


2Surplus reserve for mortality and asset fluctuation and other contingencies. 


®Casualty department included. 


:the duties performed, and not | 
salaries paid in other departments. 


Metropolitan Has 
Over 22: Billion 
Now in Force 





Record-Breaking Totals Ap. 
nounced at Annual Man. 


agers’ Meeting 


NEW YORK—The Metropolita 
Life ended 1937 with the largest num. 
ber of policies and the largest amour; 
of life insurance ever in force in any 
company, a total of 43,600,964 policie 
for  $22,584,093,698, including nearly 
2,000,000 lives covered by group. Met 
ropolitan policies are owned by approx. 
imately 29,000,000 persons in the Unite 
States and Canada, or two out of every 
nine. The Metropolitan’s total in fore 
is more than one-fifth the total in al 
American companies. 

These and other figures from the 193 
record were announced this week whe 
Chairman F. H. Ecker and President L, 
A. Lincoln made their annual report 
the opening of the three-day manageridl 
conference here. 


All Totals Set Records 


Totals in force of each class of insu: 
ance were larger than those the com- 


Ordinary $11,400,690,229; industrial, $7; 
511,537,957; group $3,671,865,512. Acci- 
dent and health in force totaled $1,510; 
264,310 of principal sum and $19,699,024 
of weekly indemnity. 

The Metropolitan issued a total of $2; 
393,583,083 as compared with $2,26i; 
873,121 for 1936. The 1937 total com- 
prised $1,162,900,331 ordinary, $1,016; 
508,158 industrial and $214,174,594 group. 
Increases were made in all three classi: 
fications. Dividends to policyholder 
for 1938 will total $101,023,188. Of this 
$54,537,341 is ordinary, $43,215,091 in- 
dustrial and $3,270,756 accident and 
health. In 1937 $225,019,055 was added 
to the funds held for the benefit of pol 
icyholders, bringing total assets to 4; 
719,720,827. 


Convention Attendance 1,500 


The convention, now being attended 
by 1,500 managers and other members 
of the field force from all sections 0 
the United States and Canada, will cot 
clude with a banquet at the Waldor- 


speakers will be Mr. Ecker and M.. 
Lincoln. 


Alabama Revenue Up; Julian 
Asks for Changes in Code 


MONTGOMERY, ALA.—Total tt 
ceipts of the Alabama insurance depatt: 
ment for 1937 were $992,713, an increas 
of $65,257, according to the annual re 
port of Superintendent Julian. Thert 
has been a steady gain of receipts in the 
past three years from the low of $691; 
310 in 1934. Expenses were $24,877 1 
1937 and $24,228 in 1936. me 
Mr. Julian recommended an_increast 
of traveling expenses allowed the supe™ 
intendent and his deputies and legisl« 
tion providing for the uniform liquid 
tion of companies. The departmett 
needs an all time salaried auditor 
audit tax statements. He also recofr 
mended that the salaries of the insuranct 


department be made commensurate to 
ess than 








An amendment to Section 8371 of ” 
code making the anti-discriminatory a 
rebate statute effective, was asked © 


(Mr. Julian. 
a 


Cash in on social security with $1. 








benefit slide rule. Gets business. 
Order from National Underwriter. 


Astoria Saturday night at which th § 
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- philadelphia Is 
Alarmed Over 
our-Mill Tax 


Mayor Wilson Vetoes 
Measure But Council Can 
Override It 


PHILADELPHIA—A four-mill tax 
has been imposed on the assets of mu- 
tual insurance companies domiciled in 
Philadelphia, together with a tax on 
mutual savings banks and a 2 percent 
sales tax. The measure passed the city 
council despite strong opposition from 
civic and business leaders, public and 
newspapers, in a hectic rush to meet 
the order of the Pennsylvania supreme 
court that the city balance the budget 

by the end of January. 
> But Mayor Wilson later vetoed the 
measure, saying it would cause with- 
drawal of funds from savings banks and 
“drive home offices of long-established 
Jinsurance companies to other counties 
or states. The companies, he pointed 
out, have annual payroll of more than 
$6,000,000, “‘an asset which the city can 
Dill-afford to lose.” Although the coun- 
“Be cil setup still provides sufficient votes 
to over-ride his veto, a series of recent 
"conferences between councilmen and 
[P= business men indicate that the council 
cc: P= may drop measures for compromise 
10; B levies. . 

024 = Four companies affected, Penn Mutual 

> Life, Provident Mutual, Fidelity Mutual 
“and Presbyterian Ministers Fund, have 
65 BS served notice that if the council over- 




















ti Brides Mayor Wilson’s veto they will 

immediately move home offices from the 
4 city. 

‘a 

ms Similar Tax Measures 

ns ae 

in Similar tax measures were enacted by 


ani fh the council last year, but Mayor Wilson 
ded fF returned the bills to the council with the 
ol request they be forgotten. He also 
4, promised to veto similar measures re- 
; enacted in the future. A conference of 

| business and civic leaders, city officials 

) and councilmen was held together with 

fed Ba mass meeting in opposition to the 
es Be) taxes. One of the speakers was Presi- 
ot dent Thomas I. Parkinson, of the Equi- 
on BS table Society. Citizens picketed homes 
p and offices of councilmen, the four life 
ce companies took space in newspapers to 
' Oppose the measures, using the same 


' 4tguments that proved effective last 
year, 
NF) Statement of Kingsley 
be H. Kingsley, president Penn Mu- 
ps ty ue attended the council ses- 
re sion when the four-mil 
4 prod mill levy was passed, 
se We are taking active steps to move 
. pe offices from Philadelphia. As a re- 
. re of the passage of the ordinance we 
“6 Kil Preparing to move unless the tax is 


ed by Mayor Wilson’s veto.” Presi- 
it BS dent Talbot of the Fidelity Mutual added: 
. de Sanne possibly remain in Phila- 
ca la under the tax. We hope the 
uncilmen will come to their senses and 


a: 
+f pond veto by Mayor Wilson in the 
nt est of the city. If they do not do 


: aa will be forced to vacate Phila- 
ma “a and locate our home office else- 
to Proposed Last Year 


i 
by the levy was proposed last year, 
Propert companies secured options on 
of stand “4 Penne the city. It is under- 
sites ha the proposed new home office 
‘ea M selected and immediate occu- 
rid y will be taken if the veto is over- 
a a ti Shortly after the four mill tax 

8 killed last year, the mutual compa- 











Prudential’s Large Sums 
Paid to Policyholders 


The Prudential paid more than 
400,000 death claims and matured 
endowments last year. The total 
amounted to over $183,000,000. 
On. industrial policies the death 
claims were $48,406,650, matured 
endowments $9,006,585, paid up 
additions $11,036,770, accidental 
death benefits $2,854,718, payments 
for loss of eye sight, hands or feet 
$1,467,428. The ordinary policy- 
holders received more than $110,- 
000,000, death claims being $75,- 
617,790, matured endowments $13,- 
514,489, annuities $7,409,243, acci- 
dental death benefits $2,956,155, 
disability payments $9,827,271, 
group accident and health benefits 
$1,237,638. Exactly 18,224 of these 
claims amounting to $6,668,413 
were on policies less than a year 
in force. 











nies accepted a 2 percent tax on the 
premiums on all business written in 
Philadelphia. Attorneys have questioned 
the constitutionality of the tax on the 
ground of double taxation. A legal bat- 
tle on the constitutionality has been 
promised by the mutual savings banks, 
which are unable to move their offices. 





Only Licensed Company “Ads” 


The Minneapolis “Star,” afternoon 
newspaper, has announced that hereafter 
it will accept insurance advertising only 
from companies licensed in Minnesota. 

“We are doing this in an effort to 
cooperate with the commissioner of in- 
surance and to add confidence to the 
advertising of licensed insurance com- 
panies in the ‘Star’ columns,” a state- 
ment of the publishers says. 





Commissions Are Discussed 
by Ontario Attorney-General 





Holds Canadian Scale Is Too 
High—Favors New York Provi- 
sions—Smith Explains Situation 





TORONTO. — Speaking before the 
Life Underwriters Association of To- 
ronto, Gordon Conant, who as attorney- 
general of Ontario is the cabinet head 
of the insurance department, said that 
commissions paid on life insurance in 
Canada are “out of line with similar 
costs in other jurisdictions and in other 
fields of business, and life insurance 
would be on a sounder basis and in- 
surance underwriters in much better 
public favor when this situation is reme- 
died.” 

He said 90 percent of life insurance in 
Canada is sold at a commission averag- 
ing 60 percent of the first year’s pre- 
mium, 10 percent of the second year, and 
5 percent of the premiums of the next 
eight years. Of 16 representative com- 
panies doing business in Canada the to- 
tal expense on a “ten to one” basis 
ranges from a minimum of 66.38 percent 
to a maximum of 224.4 percent. Fur- 
thermore, with regard to commission on 
renewals which are computed on a basis 
of 10 percent of new business, the com- 
mission ranges from 6.64 percent with 
one company to 22.4 percent in the case 
of another. 


Cites New York Limits 


In New York state, said Mr. Conant, 
commissions are limited to a maximum 
of 55 percent of the first year’s pre- 
miums and 5 percent of the premium for 
the succeeding nine years. This aver- 
ages approximately 12 percent of the 
total premiums paid in a ten year pe- 

(CONTINUED ON PAGE 7) 








fellow. Why? 


tionally dramatized. 


insurance rescues. 


poodle. 


Independence Square 





A DRAMATIZED PLIGHT 


The other day a small poodle dog started to cross the 
Schuylkill River in Philadelphia on the thin ice. Half-way 
across, frightened, he stopped, refused to be coaxed across. 
While hundreds of anxious people watched from the river 
banks and a nearby bridge, two park guards in a boat broke 
the ice, after two hours of hard labor, reached him, rescued 
him. Cheers from banks and bridge! 
the newspapers. Quickly hundreds of people by phone to 
the city pound eagerly offered to adopt the nondescript little 
Obviously, because his plight had been emo- 


Life insurance rescues people from themselves by taking 
them safely off the thin ice through which, uninsured, homes 
may break. Very often logic and figures are useless in life 
But, commonly, a dramatic emotional 


appeal brings the signature, even as it “sold” the periled 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Front page story in 


PHILADELPHIA 




















Agency Activities 
from All Angles 
Highly Developed 





Massachusetts Mutual Re- 
gional Meetings Emphasize 
Fine Analysis of Job 





NEW YORK—Comprehensive expo- 
sition of agency departments, activities 
brought out by charts and panel discus- 
sions at the eastern regional convention 
of the Massachusetts Mutual Life fur- 
nished an interesting parallel to the 
company’s financial strength as analyzed 
by President B. J. Perry. Home office 
agency activities, in charge of Vice- 
presidents J. C. Behan and C. O. 
Fischer, are divided into administration, 
field sales personnel, sales promotion 
and field service. 

Under administration come such items 
as analysis of agency costs to the com- 
pany and to the general agent, records 
of progress, new business records, in- 
cluding persistency, collection  fre- 
quency, and other quality factors; and 
visits to agencies by officers and assist- 
ants not in the agency department. 


Various Activities 


The field sales personnel division is 
subdivided into the following activities: 
Territorial analysis, agency building ob- 
jectives, recruiting, training for volume 
and quality, individual agent supervision, 
new general agents, developing general 
agency assistants, cooperation with 
supervisors’ association. 

Training for volume and quality is 
further broken down into training for 
prospecting, package selling, program 
selling, service techniques, building pres- 
tige and good will, general knowledge, 
business insurance, insurance for tax 
purposes and C. L. U. cooperation. 

Both the sales promotion and field 
service departments similarly are charted 
so that no worthwhile type of activity 
is slighted. For example, under sales 
promotion there is provision for keeping 
track of speech material for use of home 
office officials. Another activity is build- 
ing good will among policyholders and 
beneficiaries through study of company 
procedure and practices directly touch- 
ing policyholders, beneficiaries and field 
forces. 


Two House Organs 


The field service department covers 
the “The Radiator,” house organ for the 
field, and “Ashlar,” a magazine for boys, 
the aim being to reach future policy- 
holders. 

It was brought out in the panel dis- 
cussion that work is progressing on a 
rating chart which will appraise per- 
sistency and _ desirability. Analyzing 
Massachusetts Mutual financial condi- 
tion, President Perry reported very sat- 
isfactory conditions. Commenting on 
railroad bonds, he said there are “rails 
and rails.” Some roads earned many 
times the interest on their bonded in- 
debtedness, and even in the case of the 
Erie, which recently filed petition for 
reorganization, income in the poorest 
year greatly exceeded interest on senior 
securities such as life companies hold. 


Several {peakers 


At the afternoon session Frank Mur- 
phy of Champaign, IIl., talked on selling 
business insurance; Norris Bowen, New 
York, discussed the retirement income 
policy, and J. B. Maclean, associated 
actuary, of the Mutual Alliance of New 
York talked on recent criticisms of life 
insurance. Vice-president Behan closed 
the meeting with a brief address. C. K. 

(CONTINUED ON PAGE 9) 








4 


THE NATIONAL UNDERWRITER 


February 4, 19y 








Capacity to Plod Ahead Main 
Success Factor—G. A. Patton 





Mutual Life Vice-President 
Speaks on 95th Anniversary of 
First Policy Issuance 





NEW YORK—tThe biggest factor in 
an agent’s success is the capacity to 
plod ahead when hostile tides beat 
steadily against him, when it seems that 
fate is throwing too many left hooks to 
his chin, said G. A. Patton, vice-presi- 
dent and manager of agencies, at the 
Myrick (New York City) agency’s 
luncheon marking the ninety-fifth an- 
niversary of the issuance of the first 
policy by the Mutual Life of New York. 

Urging enthusiasm for the life insur- 
ance business, Mr. Patton said that “the 
enthusiastic man is indeed the happy 
man.” He pointed out however, that 
this enthusiasm must be kept on the 
right track, that haphazard methods of 
the old days are no longer effective. 

The salesman is by nature opposed to 
systems as tending to cramp his indi- 
viduality, Mr. Patton conceded, but can 
readily see the advantage of a wise plan 
when he sees that it pays big dividends. 

Most agents need not new knowl- 
edge but a desire to use the knowledge 
they have, he said. As a means of fos- 
tering such a determination Mr. Patton 
recommended thinking about one’s past 
successes in handling life insurance 
problems and sales rather than consid- 
ering one’s failures. 


Irvin Bendiner Speaks 


The other speaker introduced by 
Manager Julian S, Myrick was Irvin 
Bendiner of the New York Life in 
Philadelphia, tax and business insurance 
specialist. Since a business man’s fam- 
ily can only keep his business, give it 
away, or sell it, in the event of his death, 
the wise thing for him to do is to sell 
it now, since he is the best one to make 
the sale and fix the valuation, he said. 

“Don’t worry too much about possi- 
ble tax changes or the threat of savings 
bank life insurance,” he advised. “Just 
remember that if a man lives, he creates 
a need for a certain amount of money. 
He builds a business in order to obtain 
this money. The business contains his 
accumulated wealth. He is certain to 
die some time but for a premium of 3 
to 4 percent an insurance company will 
take over the risk, thereby stabilizing 
the worth of his business to his family.” 

When the idea is thoroughly sold, the 
best course is to call in the man’s law- 
yer and trust officer, Mr. Bendiner said. 

Managing Director R. B. Hull of the 
National Association of Life Under- 
writers and Deputy Superintendent 
Paul Taylor of the New York depart- 








NEWS OF WEEK 


President Parkinson of Equitable So- 
ciety reviews problems of company ad- 
ministration in address before Cincin- 
nati managers and general agents. 

Pagel 
* * * 


Justice Hugo L. Black of U. S. Su- 
preme Court urges tribunal to rule cor- 
porations not entitled to protection of 
14th amendment, in Connecticut General 
tax case. cee Pagel 

* 


Superintendent Pink of New York, in 
report to the legislature, weighs the cri- 
ticisms that are commonly heard of in- 
dustrial insurance and advocates a re- 
stricted form of savings bank life in- 
surance, ar Pagel 

* 


Metropolitan Life now has over 22% 
billion insurance in force, it is an- 
nounced at managers’ meeting in New 
York. semi Page 2 


Intensive development of agency de- 
partment activities by Massachusetts 
Mutual Life shown at regional confer- 
ences, Page 3 

* * * 


A number of promotions are announced 
on the official staff of the Equitabie Life 
of Iowa, oe Page 4 


Fraternals’ objections to provisions in 
New York code presented at hearing be- 
fore legislative committee. 





Page 6 

* * x 
John H. Russell, manager home office 
agency Pacific Mutual Life, joins the 


head office agency department as mana- 
ger of agency service. Page 20 








National Association Again 
to Sponsor Essay Contest 





NEW YORK—A “National High 
School Essay Contest,” planned on an 
even larger scale than last year’s suc- 
cessful letter contest, will be sponsored 
by the National Association of Life Un- 
derwriters as a part of the “Annual 
Message of Life Insurance to the Pub- 
lic’ on May 9-14, it is announced. Of- 
fering prizes totaling $1,375 to students 
throughout country, the National asso- 
ciation will cooperate with the Associ- 
ation of Life Agency Officers, sponsors 
of “The Annual Message,” in making the 
contest as big aj factor in the celebra- 
tion as the widespread advertising cam- 
paign, always the chief axis of past 
drives, ; 

A distinguished national board of 
judges has been chosen to award the 
nationwide prize money. It will in- 
clude: B. C. Forbes, editor of “Forbes 
Magazine”; Merle Thorpe, editor of 
“Nation’s Business”; Katharine Fisher, 
director of Good Housekeeping Insti- 
tute, O. Sam Cummings, president of 
the National Association, and 

Robertson, editor of “Scholastic Maga- 





ment were introduced and spoke briefly. 


Several Named in Pacific 
Mutual Case Fight Removal 


Case of S. K. Rindge Is Closed— 
Hearing Is Continued Until 
Feb. 8 








LOS ANGELES—The initial battle 
in the suit of the United States against 
14 former officials of the old Pacific Mu- 
tual Life, charging them with conspi- 
racy to use the mails to defraud and with 
defrauding policyholders stockholders 
and creditors, has been going on here 
before U. S. Commissioner Head since 
Jan. 27. The hearings have now been 
continued until Feb. 8. 

Director S. K. Rindge is the sole ac- 
cused who, up to this time has challenged 
the right of removal, and with the ex- 
ception of a half hour spent in hearing 
character witnesses was on the stand all 
the time. His counsel sought to show 
the government has no cause for trial 
and of his unlawfully being restrained of 
his liberty. 

In all probability former President 
George I. Cochrane and former Execu- 
tive Vice-president W. H. Davis will 
follow the lead of Mr. Rindge. 


Waive Removal Rights 


At the opening of the hearing Vice- 
president Douglas E. C. Moore, Vice- 
president Wesley C. Green, Treasurer 
Howard S. Dudley, Directors A. D. 
Grant and Ben R. Meyer, Chief Ac- 
countant Ben A. Hilliard, Secretary S. 
F. McClung, Roy S. Hoagland, Oak- 
land manager, and Claim Adjuster J. 
Beach Rhodes waived their removal 
rights and agreed to appear for trial at 
Phoenix. Bail was cut in half for each. 

Actuary Alfred G. Hann previously 
had taken such action. 
President George I. Cochran, through 
his counsel, Harold Judson, simply said 
he had no evidence to offer at that time, 
peo the case open for a decision 
ater. 


Rest the Government Case 


Executive Vice-president W. H. Davis 
entered objection to the reading of the 
indictment into the record until his coun- 
sel, J. E. Boland, of San Francisco, had 
opportunity to examine it. 





Special Assistant U. S. Attorneys Gen- 
eral McGrath and Foster rested the gov- 
ernment case with presentation of the 
indictment. Director Samuel K. Rindge 
refused to waive right of removal and 
began his battle to prevent his trial at 
Phoenix. He took the stand and T. B. 
Cosgrove of his counsel led him through 
a long identification examination relative 
to persons named in the indictment as 
defendants or witnesses or borrowers 
from the company. His direct testimony 
denied any conspiracy or fraud or hav- 





zine.” 


(CONTINUED ON PAGE 12) 





Equitable Life of Iowa Men Are Promoted 








8s. A. SWISHER 
Agency Vice-president 


R. C. McCANKIE 
Underwriting Vice-president 


~ 


Equitable of Iowa Makes 


Number of Promotions 





S. A. Swisher, R. E. Fuller, } 
C. McCankie, P. C. Irwin, A, () 
Groth, H. W. Foskett Involvg 


DES MOINES.—A number of py 
motions on the official staff of the Eq 
table Life of Iowa were announced jj 
President H. S. Nollen, following 4) 
annual meeting of the board. ’ 

In the agency department S. {) 
Swisher, Jr., formerly superintendent ¢ 7 
agencies, was elected agency vice-pre 7 
dent, and R. E. Fuller, assistant supe!” 
intendent of agencies, was made superiy 
tendent. 


Swisher Is Well Known 


Swisher is well known, havill 
been a member of the agency depart. 
ment since 1919. In 1920 he was a 
pointed manager of the service section) 
where he laid the groundwork for ¢ 
sales promotion and advertising activi) 
ties which have since been pursued by 4 
the company. In 1921 he was elect)” 
assistant secretary and in 1929 agency) 
secretary. He was made assistant s| 7 
perintendent of agencies in 1932 and in| 
July, 1936, he was elected superinten)~ 
dent. Always interested in advertising) 
and sales promotion activities, Mr\_ 
Swisher was one of the organizers ani)” 
is a past president of the Life Adver)™ 
tisers Association. } 
Mr. Fuller has been associated with 
the company in various capacities in the! 7 
agency department since 1924, after hay.) 
ing had several years experience as a) 
life underwriter. In 1925 he was ap) 
pointed field supervisor and in 1932 was if 


elected assistant superintendent of agen: |7 
cies, ie 


McCankie Active in Organizations 


In the insurance department R. C)™ 
McCankie was promoted from associate | 
actuary to underwriting vice-president 
and associate actuary; P. iC. Irwin was 
advanced from assistant actuary to a 
sociate actuary, and A. O. Groth was 
elected assistant actuary. a 
Mr. McCankie is widely known in ac |7 
tuarial and underwriting circles. He |~ 
joined the Equitable home office staf [7 
in 1920. He is a member of the coun | © 
cil of the Actuarial Society of America |> 
a member of the board of governors 
and a past president of the American 
Institute of Actuaries and a member 
of the executive council of the Home 
Office Life Underwriters Association. 


P. C. Irwin’s Career 


Mr. Irwin became a member of the 
insurance department of the company | 
in 1919 and for a number of years has 7 
been in charge of the actuarial division © 
of the insurance department. He is al | 
associate of the Actuarial Society o | 
America and a fellow of the Americal 7 
Institute of Actuaries. a 
Mr. Groth has been a member of the 7 
actuarial division of the company since | 
his graduation from the State University 
of Iowa in 1927, and is a fellow of both 
the Actuarial Society of America and 
the American Institute. 

In the finance department H. W. Fos- : 
kett was elected assistant vice-president | 
and will retain his former posts of a 7 
sistant treasurer and assistant secretary. 7 
He has been with the company since 
1919. He was elected assistant secre | 
tary in 1923 and assistant treasurer ™ | 
1926. He served 1934-36 as a trustet 
of the Life Office Management Asso | 
ciation. 
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Hammer Johnstown Manager 


R. H. Hammer has been appointed 
general agent of the Bankers Life of Ne- 
braska at Johnstown, Pa. He was t 
cently cashier of the Bedford County 
Bank, but has had several years of life 





H. W. FOSKETT 
Assistant Vice-president 


insurance experience as an agent and as 
a district manager. 
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95 YEARS OF Lire INSURANCE 
Security and Service 


N publishing its annual Balance Sheet for the year 1937, The Mutual 
I Life Insurance Company of New York observes the 95th Anniver- 
sary since its first policy was issued on February 1, 1843. 

The Assets of this Company on December 31, 1937 were $1,349,- 
057,256, an increase of $40,778,437 over 1936. New insurance for the year 
amounted to $269,154,537, bringing the total insurance in force at the 
close of 1937 to $3,758,762,033. 

Payments in 1937 to Policyholders and their Beneficiaries under 
their contracts, amounted to $134,212,373 and the Trustees have set aside 
$22,781,795 for Dividends in 1938, after establishing the Fund for Depre- 
ciation of Securities and General Contingencies at $44,270,997. 





BALANCE SHEET, DECEMBER 31, 1937 


ASSETS LIABILITIES AND RESERVES 
Per cent 

OO SC RCAC RE EC NCUE PCED EE RT 4.21 $56,825,473.67 Puller Meenas cc 6 8 hs we $1,181,724,084.00 
United StatesGovernment bonds . . 23.23 313,347,290.20 
State, County and Municipal bonds. . 4.24  57,142,635.62 Supplementary Contract Reserves ..... 75,257,437.99 
Canadian Government, Provincial Other Policy Liabilities. ......... 13,384,646.36 

and Municipal bonds. ...... 59 7,946,183.30 # ais 
Other Foreign Government bonds. . 06 755,155.15 Premiums, Interest and Rents paid in advance 4,583,978.29 
Railroad, Public Utility and Indus- Miscellaneous Liabilities ......... 3,941,864.66 

ME. ao x 6 ce occ « s 31.12 419,890,922.94 
Preferred and Guaranteed stocks .. 1.29 17,459,975.00 Reserve for Taxes... . 2 +e eee ees 3,042,432.77 
Mortgage Loans (at cost). ..... 16.62 224,213,802.16 Set aside for Dividends in 1938. ...... 22,781,794.58 
Real Estate (at costorless)..... 4.25 57,337,319.97 
I os). ay ek Wass 12.11 163,380,895.31 Reserve for Future Deferred Dividends. . . 70,020.07 


Premiums in course of Collection and 


: Fund for Depreciation of Securities and 
Reinsurance due from other Com- P 








ARLENE a cane os. 6k rer aio 8s 1.16 15,636,833.26 General Contingencies .........-- 44,270,996.86 
Interest and Rents due and accrued . 1.12 15,120,769.00 
Total Admitted Assets... . $1,349,057,255.58 Total Liabilities and Reserves ..... $1,349,057,255.58 


Bonds subject to amortization under Section 18 of the New York Insurance Laws were taken at their amortized, i.e. their book values. Non-amortized bonds and 
preferred stocks were taken at market values at December 31, 1937, published under the auspices of the National Association of Insurance Commissioners. 


The Mutual Life 


companyof Mew York 


DAVID F HOUSTON President 


34Nasoa Stree, New York 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 






rowinacison = 
PRESIDENT 


“as ane eae FAITHFUL 


33rd ANNUAL STATEMENT 
December 31, 1937 


ASSETS 


Cash in office and in banks......................... $ 714,732.22 


Bonds: 


U. S. Government 7,351 ,728.75 








State, County and Municipal....................... 4,645,022.45 
EE 5 ath Sicha heddeise ee eeeen Oe: 5,060,810.52 
DS dean 085k nb u Hav cea ok enue Kh erees 1,700,723.51 
ND 05 o:5 dddiodliden a8 deWurnveeweewd evomesteels | ,077,722.00 
First Mortgage Loans: 
tach edenkicnpecedecnvineneakeewusn~seyeds- 5,578,110.06 
TN iis seeese Patete dexeS ale wd h pun uve esudlecolbewsde 1 ,489,119.67 
Other Assets: 
Policy Loans and Premium Notes.................... 6,543,458.21 
a ee ne ere 4,656,792.57 
Real Estate Sold on Contract....................... 567,654.82 
Due and Deferred Premiums (net).................... 824,995.10 
Interest Due and Accrued.......................... 433,899.40 
Miscellaneous ................. 0... c eee e eee neces 106,069.67 
EL oh. kinda ka bein ween rceewnnnseaee been $40,750,838.95 
LIABILITIES 
Legal Reserves to protect policy contracts............ $33,840,877.00 
Proceeds left under optional settlements............. 905,936.35 
Policyholders' dividends on deposit.................. 1,697,000.00 
Premiums and interest paid in advance............... 289,301.77 
Death Claims due and unpaid...................... None 
Claims reported but proofs of loss not received....... 162,027.99 
Reserve for taxes and expenses payable in 1938....... 184,712.00 
Reserve for future dividends to December 31, 1938... . 725,022.00 
Cihar ees WONNINES. 2. a et 2,945,961 .84 
PE cmicve ews meienen hun bias ert een dackGee $40,750,838.95 


INSURANCE IN FORCE $167,889,784.00 


DURING 1937 
Insurance in force increased (4.84%)................. $ 7,753,985.00 


Assets increased (7.97%)............... ere eee ee 3,009,262.00 
Surplus increased (6.407,).......................55. 177,248.00 
Paid policyholders and beneficiaries in 1937........... 3,045,334.00 

New insurance exceeded 1936 by.......... 8.35%, 

Average interest received on Mortgages. . .4.85%, 

Average interest received on Bonds ....... 3.89%, 

Cash yield upon assets as a whole.......... 3.98%, 

Actual to expected Mortality.............. 43%, 

eee ren corre 5.4%, 


MUTUAL TRUST LIFE is a purely mutual net level premium 3% reserve 
company and ranks with the oldest and largest mutual legal reserve 
life insurance companies in plan of operation and ratio of reserves 
to assets, 


NOTHING BETTER IN LIFE INSURANCE 


Retail Credit Company 
Elects Three New Officers 


ATLANTA, GA.—Three officers were 
elected at the annual meeting of Retail 
Credit 'Co. These are G. A. Bland, for- 
mer secretary, to succeed C. M. Fred- 
erick, who after 36 years’ service, re- 
signs from active duty as treasurer; E. 
J. Hardin, division manager elected vice- 
president with headquarters in New 
York City; L. S. Brooke, former assis- 
tant vice-president elected secretary. 

Mr. Bland, one of the original senior 
officers, joined the firm in 1904. His 
connection with the company has 
brought him in touch with many phases 
of the inspection business. He was 
elected vice-president in 1914, and in 
1927 secretary. 

Mr. Hardin, a native of Gainesville, 
Ga., joined the Retail Credit after serv- 
ing in the world war. After his pre- 
liminary training in inspection work, 
he was stationed in the home office here. 
In 1926 he was appointed executive as- 
sistant and for a number of years was 
engaged in the promotion and service 
angle of the work. In 1928 he was ap- 
pointed assistant vice-president, and in 
1933 was made division manager of the 
mid-west division and was transferred 
to Chicago. In 1935, Mr. Hardin was 
made division manager of the eastern 
division, and moved his headquarters to 
New York. He retains direction of the 
eastern division as vice-president. 

Mr. Brooke is also a long time mem- 
ber of the Retail Credit, having joined 
the organization as a very young man. 
After he had remained in the home of- 
fice for some time he became manager 
of the Chicago office, to be followed in 
1925 by appointment to the post of mid- 
west division supervisor. In 1926 he 
returned to Atlanta, to be made execu- 
tive assistant the following year and in 
1928, assistant vice-president. 





Fraternal Leaders in Views 


On New York Code 





Death Claims 


the Piper committee studying recodife, 


regardless of a materially false stat. 


lature on or about Feb. 15. 


mitted to the committee within the nex 
week or ten days. 


Fraternalists’ Views 


vestment section. 


of the other 47 states might enact sin. 
ilar legislation and if the requirement 
of other states did not conform to New 
York state many fraternals would not be 
allowed to do business in New York. 


provided for a fraternal, $250,000 to write 
life insurance and an additional $150,000 





Fear Ambiguous Term Miz 
Prove Harsh to Societies , 


ALBANY, N. Y.—Speaking  befue 


tion of the insurance law, Rainey 1p 
Wells, general attorney Woodmen of ty 
World, Omaha, attacked the term “gf 
stantial compliance,’ which appears {rp 
quently in the proposed code, expressing 
fear liberal construction of its meaniy} 
might compel payment of a death claia) 


The chief objection raised by Mp) 
Wells to the new code relates to its in) 
The same require.) 
ments for investment of fraternal fund) 
as is provided for life companies mui)” 
be maintained. He pointed out that alp 


ment of the insured in his applicatiogy 

Chairman Piper stated the committe) 
hoped to introduce the code in the legit 
W. Dz Bene 
nett, New York City, representing thi 
New York Fraternal Congress, pron} 
ised to have proposed amendments jf 
bill language relating to fraternals sy}.§ 


Seyi 








He had no objection to minimum capi. F 
tal requirements of a life company being Fe 


to write health and accident insurance, 





Massachusetts Mutual Promotions 








E. LLOYD MALLON 


E. Lloyd Mallon has been advanced 
to assistant director of agencies, and 
James H. Denman to agency assistant 
of the Massachusetts Mutual. 

Mr. Mallon is a native of Cleveland 
and attended Denison University in 
Granville, Ohio. He entered the life in- 
surance business in 1923, and. after 
spending several years in personal pro- 
duction he became life insurance officer 
of the National City Bank in Cleveland, 
continuing in that capacity until 1933. 
During his association with the bank, 
he studied at John Marshall Law 
School, graduating in 1930 when he was 
admitted to the Ohio bar where he con- 
tinues a member in good standing. 

In 1933, Mr. Mallon joined a Cleve- 
land agency and engaged in personal 
production and supervisory duties, fol- 




















lowing which he became assistant gen- 














JAMES H. DENMAN 


eral agent in Cleveland. He was then 
called to the home office to engage 
agency department work, subsequently 
becoming general agent in Milwaukee. 
From this latter post he went to Spring: 
field, Mass., as agency assistant of, the 
Massachusetts Mutual Life on April % 
1937. 

Mr. Denman was born in Esopus, W. 
Y. He is a graduate of Wesleyan Uni- 
versity in Middletown, Conn. Follows 
his graduation, he was research instruc: 
tor in economics at the University ° 
Vermont. Mr. Denman went wit 
Massachusetts Mutual in 1927. He be 
gan his work with the Massachusetts 
Mutual as a clerk in the calculation d 
vision, from which duty he was trails 
ferred to the agency department. He 
is an authority on agency cost account 
ing and kindred subjects. 
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being so invested but objectedsto New! 

is York setting up standards of investments! 

TF of the entire portfolio of fraternals_lo-; 

cated in other states in order to do busi-; 
"Hness in New York state. 

lis Mr. Wells also objected to the $1,200 a 

YS year limitation on the amount of annuity 
; a fraternal might pay toa single person. 
Mr. Wells did not wish the law specific- 
ally to set forth the kinds of insurance 
a fraternal might write. 

Prior to opening: the hearing an officer, 

of the insurance department explained 
how the new fraternal article differs 
from the present law. It would require 
"| | majority representatives or delegates at 
shh g legislative conference or convention of 
fraternals to be persons other than those 
who have received benefits during the 
preceding year. The kinds of benefits 
lain ; which fraternals may issue are stated 
with greater clarity, he said. Societies 
are given permission to issue annuity 
© contracts with $1,200 per year limitation. 
"The scope of the person who may be 
named beneficiary is widened to con- 
form to life company standards, if by- 
© laws permit. : 
It permits issuance of non-medical 
F policies if adequate reserves are main- 
"tained. It outlaws the Fraternal Con- 
> gress mortality table and substitutes 
"> American Experience table or the 
~ Standard Industrial mortality table. 


: Other Leaders Are Heard 


Others who spoke at the hearing in- 
cluded Mrs. Dora Alexander Talley, 
president National Fraternal Congress 
Y and head of the Woodmen Circle, 
’ Omaha; James Mann Miller, Chicago, 
> general counsel Woman's Benefit. Rep- 
" resentatives were present from more 
' than a dozen western and _ southern 
states. 

' There was presented to the committee 

a brief of objections and comments of 
the National Fraternal Congress com- 
mittee on conference with insurance 
commissioners signed by Mr. Wells as 
chairman and by T. H. Cannon, head 
of the Catholic Order of Foresters, Chi- 
cago; E. W. Dillon, supreme attorney 
Order of United Commercial Travelers, 
_ Columbus, O.; H. L. Ekern, Chicago, 
+ president Lutheran Brotherhood; A. W. 

_ Fulton, Chicago, general attorney Se- 
' curity Benefit; W. J. Jeffries, Jr., gen- 

' eral counsel Maccabees, Detroit; Mr. 
© Miller; Fred A. Service, general counsel 
» Protected Home Circle, Sharon, Pa., 
' and A. R. Talbot, Modern Woodmen, 
Lincoln, Neb. 
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| Commissions Are Discussed 
' by Ontario Attorney-General 





(CONTINUED FROM PAGE 3) 


tiod, or 8 percent of the total premiums 
paid in a 20 year period. 

“Even allowing for differences in pop- 
ulation density and other conditions, 
these figures for the state of New York 
constitute a striking contrast to the 
Practice prevailing in Canada, and sug- 
gest that-a revision of our system and 
methods is a matter for very serious 
consideration,” said Mr. Conant. 

Mr. Conant further warned the under- 
writers to rid their ranks of “twisters” 
whose efforts, when successful, usually 
brought loss to every one except the 
twister himself. 


| V. R. Smith Comments 


In commenting later on Mr. Conant’s 
remarks, V. R. Smith, general manager 
Confederation Life and past president 
of the Canadian Life Insurance Officers 
Association, said the New York basis 
‘Ss entirely different from the Canadian. 

n Canada renewal commissions are not 
Paid if the salesman leaves the service 
of the company,” he said. “In New 
York if the salesman changes his occu- 
Pation he usually retains his renewal 
Commissions, but in Canada, under the 
same circumstances, he would: lose them. 
n a recent investigation made by the 
Companies of Canadian life business the 
average commissions were found to be 
approximately 50 percent the first year, 
and from 2 to 3 percent on renewals— 





much less than the New York figures 
of 55. In reference to the commission 
of 60 percent the first year, the attor- 
ney-general was referring, I believe, to 
the usual maximum first-year commis- 
sion in the first class well-managed com- 
pany, rather than the average.” 





Ben Ravitz, with the Omaha agency 
of the Reliance Life, has been awarded 
the J. H. Layton trophy as the outstand- 





ing first-year salesman of the company. 
He also led the Iowa-Nebraska depart- 
ment. 





Withers’ Order Reversed 


TRENTON, N. J.—The New Jersey 
supreme court has reversed Commis- 
sioner Withers’ order: that the Colum- 
bian National Life alter its policy loan 
plan under which it charges 6 percent 





interest in advance. The court held 
that the law of Massachusetts, where 
the company is domiciled, applies, and 
not the New Jersey law. 





J. R. Townsend, Jr., field assistant for 
the Equitable Life of Iowa, spoke on 
“Some of the Principles of Social Insur- 
ance,” at a luncheon of the Construction 
League of Indianapolis. Mr. Townsend 
is an instructor in economics in the new 
college of business administration at 
Butler University. 








Thirty-Second Annual Statement 


December 31, 1937 


THE MIDLAND MUTUAL LIFE 
INSURANCE COMPANY 


COLUMBUS, OHIO 





ADMITTED ASSETS 


Cachet: Ole ani s 56) 5 Sk SoS i ot Pa ad ee ee ee $ 377,117.23 
U. S. Government Bonds—Direct and Fully Guaranteed Obligations .$6,848,998.86 
Bonds of Municipalities and Governmental Agencies 


.. 3,034,007.66 9,883,006.52 














I i I pik osc cs San een aa edd eames ced 125,000.00 
TNR esiceicrnennnecn niente Re ARE 9,042,312.48 
PN NG iin s iene s +590 a orate hasan hited 3,947,414.05 
Premium Notes, Secured by Policy Reserves... ......00.secccscccccccccccccoes 519,805.54 
66 iiss a's Rath hee dE SAREE Reece's 244k wee eRe ee ene 2,653,382.56 
ne i ii aig ek w Wa ede Cha Rte awgladwian Kee 547,888.35 
Ee eee a Ta I Ns oo 5 ok 5 iv di sin n'a dco bans deccedsanecaes 226,007.77 
Net Defersed and Uneopentod’ Pcmbemtass «oo oe oo ciceecccicccewsicccwesiececneeces 493,035.40 
$27,414,969.90 

et Ce a Re is esta nian 0 06s Hard n Wuteiaseedessaeeds $6,339.15 
DTI G5 5 6 5 n'a occ cn daaehebaees 902.59 7,241.74 
Ses. BI Pe one sens cc evacnsyateens beshhececksebewsees $27,407,728.16 

LIABILITIES AND SURPLUS 
ee Terie eee PRTG As dale SUNS aa da sald eianenmnes $21,854,829.00 
Policyholders’ Funds Left with the Company...............ceecccscceeeeecees 2,356,554.23 
Death Claims Due and Unpaid..................... YUL Pewanmennesédiceles None 
ee GTI PIII. vn canwneecesansnseasaneeeetidacenigesdsa 16,106.40 
Disability Claimse—Proofs Incomplete..................ccccccccccccccccccces 29,485.00 
Reserves for Disability Claims Incurred But Not Reported .................-. 15,000.00 
Cie I 5 5555s G5 0 HEE we Ada paadsasanenees None 

Policyholders’ Dividends Due............. SCENETTT STEEL ee 24,604.79 
For Future Apportionment and Payment of Policyholders’ Dividends .......... 567,077.82 
eee re ee ert oor er oe ee he oe ae 100,000.00 
ny rT re ee 119,327.03 
ee Gc. s eta ua ans ws b dee Rae hee dee eoeanwn cobaiene 24,645.33 

RE EY De OO ane ee eee $ 300,000.00 

eee errr OTe Teer Tee ee 2,000,098.56 
I IIE ow oes tse a barges « wg et ban 00 ce RRR aes 660g os cetnceccs 2,300,098.56 
Ps, TR RRM is ova oc See teense ic cccccencccces $27,407,728.16 

PROGRESS 
NEW INSURANCE 
DECEMBER 31 ASSETS INSURANCE IN FORCE SURPLUS 
1936 $25,498,429 $10,702,697 $106,528,294 $2,159,908 
1937 27,407,728 11,472,119 111,621,628 2,300,099 
INCREASE INCREASE INCREASE INCREASE 
7.49% 7.19% 4.78% 6.49% 
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Union Central Life Home Office Promotions 














JOHN G. QUICK 


At the annual meeting of the Union 
Central Life two new officers were 
elected and two promoted. John G. 
Quick, formerly comptroller, becomes 
vice-president. Carl DeBuck, assistant 
comptroller, was elected comptroller, R. 
C. Johnson becomes assistant comp- 
troller. Kenneth B. Hamer was chosen 
assistant agency superintendent. Mr. 
Quick has been with the company since 

















CARL DEBUCK 


April 1, 1936, when he was made as- 
sistant comptroller. He had been a pub- 
lic accountant in New York City and 
taught professional accountancy at Pace 
Institute there. Mr. DeBuck received 
his accounting insurance experience with 
the Stagg, Mather & Hough organiza- 
tion in New York City where Mr. Quick 
also was engaged. Mr. Hamer is a 
graduate of the State Teachers College 


= 





HAMER 


KENNETH B. 


of Emporia, Kan. He taught school 
and became a part time agent. Then 
he entered the Kansas City agency of 
the Union Central as a full time agent 
and later became assistant manager. He 
was taken to the home office in Novem- 
ber, 1936, as district supervisor in charge 
of the Mississippi Valley and north- 
west and is well known to the men in 
the field. 








Series of Seven Educational 
Meetings Arranged in N. Y. 





NEW YORK—A series of seven edu- 
cational meetings beginning Feb. 17 and 
ending April 7 has been arranged by 
the New York City Life Underwriters 
Association with the theme, “Thought 
and Action.” Except for the first and 
last meetings, the time will be divided 
between two speakers, the first speaker 
emphasizing the planning and creative 
thinking that life insurance selling de- 
mands, and the second speaker demon- 
strating from his own experience how 
these ideas have been put to work suc- 
cessfully. 


Program for Meetings 


The program is as follows: Feb. 17— 
“What’s Wrong with Our Business?” 
James Elton Bragg, C. L. U., manager 
New York City, Guardian Life of New 
York; Feb. 24—“The Psychology of 
Selling,” Dr. R. S. Schultz, in charge of 
industrial research, Psychological Cor- 
poration, and Henry M. Fraser, Jr., 
> L. U., general agent Penn Mutual 
Life, New York City, assisted by T. C. 
Snow of his agency; Mar. 3—“Where 
To?” H. G. Kenagy, superintendent of 
agencies Mutual Benefit Life; and O. P. 
Jacobson, C. L. U., New England Mu- 
tual Life; Mar. 17—“What Then?” H. 
H. Wilson, manager Equitable Society, 
New York City and L. Rosen, 
C. L. U., Union Central, New York 
City; Mar, 24—“Straight Thinking and 
Straight Talking” Dr. W. J. Reilly; 
and E. Vernon Carbonara, State Mu- 
tual; Mar. 31—“Taxation,’ D. B. Ma- 
duro, insurance attorney; and Leon Gil- 
bert Simon, associate general agent 
Equitable Society; April 7—“What Can 
It Do for Me?” H. J. Johnson, general 
agent Penn Mutual Life at Pittsburgh. 

M. A. Osborn, Mutual Life, is chair- 
man of the educational committee, as- 
sisted by E. J. Wilson, Penn Mutual; 
R. W. Corwin, C. L. U., Paul Orr, Jr., 
C. L. U., Guardian of New York, and 
H. H. Moore, C. L. U., Prudential. 

M. S. Rukeyser, financial author and 
commentator, will be the speaker at the 
New York association’s second policy- 
holders’ luncheon of the year, Feb. 10 
at the Hotel. Pennsylvania. 








R. Leighton Foster Objects 
To N. Y. Code Provision 


ALBANY, N. Y.—Objection to the 
investment section in the proposed New 
York code as it relates to alien com- 
panies was voiced by R. Leighton Fos- 
ter, general counsel, Canadian Life In- 
surance Officers Association, before the 
Piper committee of the legislature which 
is studying the code preliminary to its 
introduction in the assembly. 

“The proposed code would require 
that the United States assets of Canadian 
companies licensed in New York State 
consist almost entirely of U. S. securi- 
ties,’ he said. “In contrast to the re- 
quirements for United States companies 
operating in Canada, Canadian com- 
panies in Canada must cover two-thirds 
of their Canadian liabilities wth Cana- 
dian securities held in Canada, whereas 
the Canadian assets of United States 
companies may consist entirely of U. S. 
securities.” 

He also objected to section 48.1, which 
goes into detail concerning the trusteed 
assets of alien insurers and the terms 








of the deeds of trust. He desired the 
terms generally left with the superin- 
tendent of insurance rather than to de- 
pend on legislative enactment which 
might be seriously affected by a court 
decision when the legislature was not in 
session. 





Connecticut Mutual Pace Setters 


While the general agents of the Con- 
necticut Mutual were attending the an- 
nual meeting at Hollywood, Fla., the 
stayers at home started a contest fol- 
lowing the theme “Setting a Pace for 
1938.” The aggregate for the week 
amounted to $1,000,000. The winning 
agencies were Pittsburgh, Milwaukee, 
Oklahoma City, Rockford, Ill., and Los 
Angeles. 





Charles A. Sawyer, director and chair- 
man of the Union Central Life’s invest- 
ment committee, announced his candi- 
dacy for governor of Ohio, opposing the 
present incumbent, F. L. Davey. Mr. 
Sawyer is Democratic national commit- 
teeman from Ohio and is a former lieu- 
tenant-governor. 





Fete Life Sales Leaders at 
Cleveland Executives Meet 





Matusoff of Mutual Benefit ) 
Grob of Guardian Win Cup|_ 
Bowen Speaks 





CLEVELAND—Sixty-eight top pal 
ducers were guests of their geng 
agents and managers at the Leadg 
Club Banquet sponsored by the Cle, 
land Life Insurance Executives Club, 

A. H. Bennell, chairman of the 
rangements committee, was chairmang 


the serious half of the meeting. J 


Cleveland territory produced app 

mately 2 percent of the national 
insurance volume, he said. The w 
spread acceptance of social security 

brought increased attention to old a 
security. The basic thrift urge gj 
reason to believe that increased life j 
surance will be bought in 1938, he sai 


Praises High Standards 


Superintendent Bowen of Ohio praise 
the high standards of the leaders aif 
congratulated them on the splendid re. 
ord made in the Cleveland  territon)” 

Silver cups were presented to Max \)_ 
Matusoff, Mutual Benefit Life, ani)” 
Jacob Grob, Guardian Life, as the gran 7 
high producers for 1937. Mr. Matusof7 
a member of the Million Dollar Roun)” 
Table, produced $1,330,000 for the yea) 7 
and led his company as well as the lowly 
field. Mr. Grob issued insurance on 139) 
lives. He, too, is a leader in his om)” 
company in this bracket. He has 2” 
record of 15 years of consecutive weekly] > 
production. 

The featured speaker was Dr. Felix E 





Held, secretary of the college of com) | 


merce, Ohio State University, who drew : 
from his own experiences as a buyer off” 


insurance in expounding on “The Natur 7 
of Sales Appeal.” = 
Chairman Bennell introduced Law 


rence McDonough, general agent, Mu. 
tual Trust Life, new president of th} 
Executives Fy 


Cleveland Life Insurance 
Club, as master of ceremonies of the 
entertainment program. In 


in token of appreciation. 
The entertainment program brought 


out a wealth of talent from insuranc Fy 
generd 


ranks. William M. Liscom, ge : 
agent Home Life, presented “Skinny F 


Dugan, cousin of Charlie McCarthy, i . 


a ventriloquist act. 

Jack Barker, National Life of Ver 
mont, offered character portrayals. Max 
Matusoff, Mutual Benefit Life, as “Ches 
ter Sprouts,” tried to sell a tough buyer 


in E. J. Tyler, National Life of Ver F7 


mont, in a comedy sales drama. 





BROOKLYN MANAGEMENT MEETING HELD 








Among those taking an active part in the first agency management conference sponsored by the Brooklyn Life Supervise 
Association: Herman Reinis, Guardian of New York; Jerome Siegel, Prudential, association president; Edward Rosenbaum, 
Equitable Society; Carl E. Haas, Mutual of New York; and R. C.Lomer, Aetna Life, all supervisors for their respective com 
panies; and A. G. Correll, New England Mutual, and Jack Warshauer, Guardian of New York, general agents for their resper 
tive companies in Brooklyn. The first two constituted the committee in charge, of which Mr. Haas was chairman, while Mess 
Correll, Warshauer, Rosenbaum and Haas addressed the meeting. 








behalf oh 
the club Mr. McDonough tendered Ros F > 
M. Norris, retiring president, a gavl F 7 
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Former Missouri State 
Life President Dies 








M. E. SINGLETON 


M. E. Singleton, 66, St. Louis capi- 
talist and one-time president of the Mis- 
souri State Life, died in Presbyterian 
Hospital, New York City, from a gall 
bladder ailment. Funeral services were 
held in St. Louis Monday. 

Born in a log cabin near Waxahachie, 
Tex., he early became interested in cot- 
tonseed oil mills and had made a for- 
tune in that business before he was 
elected president of the Missouri State 
Life in 1919. In 1927 he sold control 
of the company to Caldwell & Co. of 
Nashville, Tenn., at a reported profit of 
several millions. 








7 Agency Activities 
‘from All Angles 
- Highly Developed 


(CONTINUED FROM PAGE 3) 


Litchard, general agent Springfield, 
Mass., was chairman, and M. R. Orr, 
general agent Philadelphia, co-chairman. 

Mr. Bowen took the position that for 
the same outlay a man may get more 
income from a retirement income policy, 
which includes life insurance, than from 
a retirement annuity which contains no 
insurance protection. 

“You have all seen comparisons of 
© these two policies showing a cost of 
.} Protection in the retirement income,” he 

» said. “But these comparisons are all 

based on cash values and I maintain that 

» an income policy should be sold on a 
»— basis of income.” 

“On this basis and investing equiva- 
lent premiums and with the present 
dividend scale and rate of interest, we 
find that at ages from 35 to 45 and with 
a 15-year swing, the income is greater 
under a retirement annuity. At ages 30 
to 40, with a 20-year swing, the retire- 
ment income still wins.” 

6 ver a 15-year period, Mr. Bowen’s 

'gures showed, on a monthly income 
asis, including estimated dividend accu- 
mulations a retirement income issued at 
=. 35 would yield $11.36 a month as 
net $10.62 for the retirement an- 
Peep age 40 at issue, $11.41 as against 
10.89, and at age 45 at issue,, $11.47 as 


een 














FIELD MAN 


Nationally prominent lif 

‘ ie insurance company 
vith home offices in Chicago desires field man 
building na! ability to assist in extensive agency 
apeiace en Give complete details, age, 
ADDRESS qualifications, salary, etc. 
DRESS H-15, NATIONAL UNDERWRITER 


Sees 















against $11.27. On the 20-year basis, 
age 30 at issue, retirement income pro- 
duced $11.88 a month income as against 
$11.18 for retirement annuity; age 35 
at issue, $11.95 as against $11.50, and 
age 40 at issue, $12.03 as against $11.97. 

Next to the ordinary life policy, the 
retirement income contract fits more 
situations than any other, Mr. Bowen 
said. It also is the perfect answer to 
what he calls “the nasty little books” 
which advocate purchase of diminishing 
term insurance and building up one’s 
own reserve fund, while it also meets 
the present popular demand for old age 
security. 

In his talk on business insurance, Mr. 
Murphy said that this coverage carries 
an average policy about six times the 
average, that most competitors are too 
lazy to study it, that it will open up 
other lines of business and that the 
entrée is frequently available where 
there would be no chance of approach- 
ing a man for business insurance. 

“I want to talk to you about mana- 
gerial insurance,” is a good opening for 
a sales talk on insuring the life of a 
valuable executive, said Mr. Murphy. 
The agent can point out that all return 
on the invested capital above, say, 6 
percent, can -be attributed to skillful 
management and that a sinking fund 
should be set up to offset the possibility 
of losing such a manager’s services. 


Lays Cards on Table 


He said the best way to avoid com- 
petition is to throw oneself on the pros- 
pect’s mercy. If anybody mentions 
other companies, the best thing the 
agent can say is, “you can buy good life 
insurance from any number of compa- 
nies. I’ll even tell you the names of 
some. But all a life insurance man has 
to sell is ideas, and if you use my ideas 
I think I’m entitled to the business.” 
Mr. Murphy said he had run into only 
one case where this policy of laying his 
cards on the table failed to hold the 
business for him. 

Another regiorial meeting is being 
held this week in Kansas City, and 
others were held in Cleveland and 
Atlanta. 


Gathering in Cleveland 


A regional sales clinic was held in 
Cleveland, following a half-day session 
of general agents in the region. The 175 
agents and home office agency depart- 
ment officials present were guests of 
General Agent E. W. Snyder, at a din- 
ner. Mr. Snyder and G. E. Lackey, De- 
troit general agent, were co-chairmen of 
the meeting. 

Vice-president C. O. Fischer, assisted 
by Messrs. Blake, Hall, Lynn, and Mal- 
lon of the home office, presented the 
same panel discussion that was given 
in Chicago a week ago. Vice-president 
A. T. Maclean discussed investment 
trends and the company’s annual state- 
ment. G. H. Schumacher, leading agent 
at Cleveland, was speaker. He is a life 
member of the Million Dollar Round 
Table. R. J. Katz, Rochester agency, 
outlined a survey he has made of his 
1937 business, which ranked him as 
fourth in the company last year. 
Others on Program 

Caleb Smith, Detroit agency, spoke, 
followed by a skit on selling life insur- 
ance in 1938, presented by Hugo UI- 
brich, Jr., and J. E. Totten, both of 
Detroit. “Motivation Through Taxation” 
was discussed by B. H. Wulfekoetter, 
Cincinnati. The public, he said, is tax 
conscious but not tax informed. E. W. 
Hughes, Chicago general agent, spoke 
on “This Company of Ours.” 

J. C. Behan, vice-president in charge 
of agencies, said the government has 
greatly helped to popularize life insur- 
ance by war risk insurance and social 
security legislation. Without criticising 
the act, he said, agents can explain appli- 
cation of the law to the individual, and 
by pointing out inadequacy of the prom- 
ised pension and the conditions under 
which it will be paid, readily can con- 
vince the prospect of the need for sup- 
plemental income. 








A 15% GAIN 


in new business in January over January, 1937, 
has sent 1938 off to a flying start for fieldmen of 


Northwestern National Life of Minneapolis. For six 


successive. months, NWNL’s new business has exceed- 


ed that of the same month of the preceding year. 


e $21,500 IN PRIZES e 


were won by NYNL fieldmen in 1937 in the form of cash and 
gift conservation and production awards—over and above 
their regular commission earnings. How these prize win- 
nings count up over a period of years is shown by the totals 
below, won during the past decade by 10 representative men: 























Frank J. Seibel. $5,270 
Otto W. Veth 5,215 
W. O. Westaf 5,094 
E. C. Henkel 4,897 
B. E. Williams ............................ 4,810 





NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


0. J. ARNOLD. pacsiocxt 


STRONG~ Minneapolis Minn. ~ LIBERAL 
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GOOD PROGRESS IN 1937 IS SHOWN 
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increased 5.4 percent. Measured on the 
basis of acquisition cost, 39.8 percent of 
the real estate acquired through fore- 
closure since 1929 has been sold. 

* * * 
LINCOLN NATIONAL LIFE 


The Lincoln National Life shows in- 
surance in force $953,000,000, gain $52,- 
000,000. This compares with a gain of 
$21,600,000 a year ago. The new busi- 
ness was $152,000,000, gain $22,000,000. 
The assets are $139,346,000, gain $8,588,- 
000. Policyholders surplus is $7,000,000. 
More than $11,000,000 was paid policy- 
holders last year. The income last year 
was $35,441,000. Since organization it 
has paid to policyholders $149,000,000. 

* * * 


SECURITY LIFE & TRUST 


The Security Life & Trust reports an 
increase of 20 percent in new business. 
Insurance in force increased 18 percent 
and now totals $43,400,000. Assets in- 
creased $610,000, reaching an all-time 
high of over $5,000,000. 

*x* *k * 


BANKERS LIFE OF IOWA 


Improved business and economic con- 
ditions during the greater part of 1937 
are reflected in the annual statement of 
the Bankers Life of Iowa. Assets 
reached more than $216,000,000, a gain 
of more than $12,500,000; paid-for insur- 
ance totaled more than $66,000,000, a 
gain of over $3,000,000, and insurance 
in force reached a total of over $746,- 
000,000, a gain of more than $15,000,000. 

Another index of good times and lack 
of financial stringency was the relative 
decrease in policy loans. A slight abso- 
lute increase was not in proportion to 
the growth of the company in assets 
and insurance in force. 

The total assets in United States gov- 
ernment securities and cash increased by 
approximately $5,000,000 to a total. of 
over $43,000,000. There was an increase 
of approximately $3,000,000 to more than 
$48,000,000 in state, municipal and other 
governmental bonds. Public utility 
bonds increased by $5,000,000 to a total 
of $17,000,000. First mortgage loans on 
farm and city property remain practic- 
ally stationary at about $43,000,000, but 
there was a decrease of more than $2,- 
000,000 on farm and city real estate. 
Surplus funds increased by more than 
$600,000 to a total of more than $12,- 
000,000. 

Favorable mortality experience re- 
sulted in a decrease in payments to bene- 
ficiaries from $8,388,000 in 1936 to $8,- 
093,000 in 1937. There were substantial 
gains, however, in dividends and other 
payments to policyholders so that the 
total paid policyholders and beneficiaries 
during the year amounted to more than 
$19,500,000. 

* * * 
CENTRAL STATES LIFE 


The Central States Life of St. Louis 
shows assets $20,961,676 of which $6,- 
069,709 are mortgage loans, $6,921,780 
real estate, $1,400,270 bonds, $4,064,927 
policy loans, special contingency re- 
serve $769,272, capital $400,000, contin- 
gency fund $1,000,000, net surplus $498,- 
031. It paid more than $1,500,000 to 
policyholders last year. The company 
is now paying 3% percent interest on 
funds left with the company and on 
supplementary contracts. 

*x *k * 
NORTHERN LIFE, SEATTLE 


By writing $5,244,000 of new life in- 
surance in 1937, the Northern Life of 
Seattle passed $100,000,000 insurance in 
Total income for the year was 
$4,404,000. Admitted assets increased 
$1,200,000, to $17,223,000. Reserves in- 


creased $1,000,000 to $14,006,000. 

Cash and government bonds tonsti- 
tute 23 percent of total assets; state, 
county and municipal bonds 11% per- 
cent, public utility bonds, 23 percent. 
Of total bond holdings amortized at 
$6,948,406, only one block of $1,600 is 





in default. Other assets include: f, 
mortgages on real estate, $2,539 
Northern Life Tower (less depreciatig 
$2,088,228; real estate owned and y 
under contract, $581,241; policy {) 
secured by reserves, $2,816,615; oJ 
standing and deferred premiums, $i 
062; accrued interest, rents and of 
assets, $91,939; cash, $469,732. 
* *k * 


OLD LINE LIFE 


The Old Line Life of America ; 
ports life insurance $77,730,261, a y 
gain of $2,546,263. Assets, the high 
in its history, are $20,549,854, increg 
$1,067,302. The operating income, ftq 
both life and accident and health 4 
partments, increased to $3,665,003. \, 
paid-for life insurance and revivals { 
1937 totaled $8,471,377, 3.5 percent |« 
than in 1936. 

Cash income from life premium y 
$2,465,105, 5.5 percent increase; accide 
and health premiums $176,553, 17 pe: 
cent increase; interest $702,805, 5.75 pe: 
cent increase, and real estate incon} 
$255,842, 13 percent increase. Asse 
include cash $385,463, bonds $5,265,00 
first mortgages on city properties $6,91. 
169, on farm properties $675,188: loaf 
to policyholders $2,635,221, unencun 
bered real estate and land contrac 
$4,260,910, bills receivable and agent 


balances $101,347, office furniture ani 


equipment $52,367. 
* * x 


CENTRAL LIFE OF IOWA 


The Central Life of Iowa showef 


earnings $1,134,997, and after giving ¢ 
fect to dividend requirements, $348,31i 
was passed to surplus increasing thi 
figure to $3,753,602. Assets are $44; 
578,893, gain $2,315,563. The average 
yield from mortgage accounts was 4.8 
percent. Real estate increased $492,701. 
The net return from that item was 34) 
percent. The bond account increased 
$2,378,630 making a total of $19,798,634 
the average yield being 3.77 percent 
Net interest earnings were 3.95 per 
cent, an increase of .13 percent. The 


mortality ratio was 45.9 percent, increas 


3.4 percent. The business in force i 
$161,810,575, increase $2,224,093 com: 
pared with a decrease of $224,713 lat 
year. The insurance in force in the 
Illinois Life fund was $37,695,549 wit 
assets of $10,955,847. 

The Illinois Life Fund assets shor 
14.8 percent farm mortgages, .8 pt 
cent city, 27.1 real estate, 14 percet 
policy loans, 18.3 stocks and bonds, 53 
cash. Last year out of the Illinois Lif 
Fund $1,168,821 was paid to beneficiaries 
and policyholders. Since Aug. 28, 1933 
when the reinsurance contract went into 
effect a total of $11,861,303 has been 8? 
paid. The former home office building 
of the Illinois Life in Chicago has beet 
sold to the federal government. 
LaSalle Hotel owned by the compaty 
was advanced an additional sum of $373; 
392 for rehabilitation and other expenses 
It will be necessary to advance an at 
ditional sum of $114,000 to complete 
the work. The Illinois Life owned 82! 
shares of Continental-Illinois Nation 
Bank & Trust Company of Chicago 
which decreased in market value by 
$388,017. Other stocks and bonds de 
creased $136,018. As a result the con 
tingency reserve decreased $183,759 an¢ 
now stands at $187,865. The mortality 
was 79 percent. The net interest eat 
ings were 3.27 percent. 

*x * * 


UNION CENTRAL LIFE 


Entering its 72d year, the Union Cs, 
tral Life reports increased assets " 
$16,376,088, to a new high total of $3 
411,605. Insurance and annuities 
force increased by $11,397,417, to eg 
483.037. Surplus increased $734,623, 
$9,194,550. Income exceeded disbutt™ 
ments by $17,611,633. The mortal 
rate was 60.73 percent. fled 

Payments to policyholders tota 
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995,023 in 1937, bringing the total 
nid out since its Organization in 1867 
$775,763,103. Bonds and preterrea 
Mocks showed an increase as an in- 
Bested asset from less than 2 percent 
1933 to 22.5 percent in 1937, with- 
ta single bond in default. 
: *x* * * 
10 STATE LIFE 


The Ohio State Life’s insurance in 
orce is $92,267,059, a gain of $4,340,238. 
he net return on ledger assets in 1937 
Tyas 4.2 percent against 4.16 percent 
We previous year, and on total admitted 
Ucsets 4.12 percent as against 4.08. Sur- 
Blus to policyholders is $1,878,896. 
“ok * 

ENN MUTUAL LIFE 


That 1937 was a Satisfactory year in 
Me operation of the Penn Mutual Life 
disclosed by its 90th annual state- 
ent. There were substantial increases 
, assets, in insurance in force, and in 
ayments to policyholders. New insur- 
nce in 1937 was $180,424,409, which was 
n increase over 1936, and continued the 
ipward trend shown in the latter year. 
ife insurance now in force is $1,928,- 
74,423, under 546,997 policies. Pay- 
nents to policyholders and beneficiaries 
were $65,093,825. Since the founding of 
he company in 1847 the total of such 
"Papayments has been $1,149,981,782, an in- 
“Trease of $55,200,132 since the last day 
of 1936. The balance sheet shows as- 
ets of $668,082,455, increase $31,206,493. 
Surplus is $29,208,347. 
* * * 
MIDLAND MUTUAL LIFE 


The Midland Mutual Life shows sub- 
stantial gains in insurance, assets and 
urplus. Life insurance in force is 
$111,621,628, gain $5,093,334; assets 
$27,407,728, gain $1,909,299; surplus 
$2,300,098, increase $140,191. In the 
Ypast eight years assets increased 50 per- 
“fp cent and surplus 75 percent. Policy- 
Wyholders were paid $21,235,812 in this 
same period, or $3,000,000 more than the 
Sassets Jan. 1, 1930. Terminations last 
year were the lowest in its history, being 
445 percent. It increased its holdings 
of municipal and government bonds by 
$2,316,572, bringing the bond total to 
$9,883,007. Net rate of interest earned 
— was 3.99 percent, the same as in the 
"previous year. On Jan. 1 the reserve 
» basis was changed from 3% to 3 percent 
Fon all new issues. In each of the past 
) 32 years the company has increased as- 
"sets and surplus. 
* * x 
GUARANTEE MUTUAL LIFE 


| The Guarantee Mutual Life of Omaha 
» shows assets $20,256,888 of which 3.43 
) percent is federal bonds, 35.6 other gov- 
/¢mnment bonds, 5.09 percent Canadian 
; government bonds, 9.05 utilities, 3.68 
cash, 10.04 mortgages, of which $935,- 
| 304 is farm and $1,099,411 city. The 
stocks are 1.35, real estate 5.15, policy 
) loans 17.97. The contingency reserve is 
$975,000 and the surplus is $1,342,614. 
Its new business was $23,492,281 and in- 
surance in force $133,412,420. It paid 
policyholders _ $1,938,847, bringing that 
total to $31,735,041 since organization 
36 years ago. 






: * Ok x 
| YEOMEN MUTUAL LIFE 


The Yeomen Mutual Life of Des 
Moines shows an increase of $1,260,195 
| assets. That item is now $26,851,307. 
Of the assets 631% percent are in cash, 
tederal and other government bonds. 
New paid for business increased 8.7 per- 
cent. There is an increase of $3,001,579 
mM imsurance in force. The company 
showed an average rate of earning on 
Its assets 4,2 percent. 
tk, # 
MUTUAL TRUST LIFE 


PRs Mutual Trust Life of Chicago 
as 98 assets $40,750,839, of which $7,- 
oie 9 are federal bonds, $4,645,022 
Vic r a vctnment bonds, $5,060,811 pub- 
077.799 2 $1,700,724 railroad and $1,- 
= Tecustrial. The cash was $714,- 
ad t has $5,578,110 city mortgages 
a $489,120 farm. Its policy loans 
793 ag and real estate $4,656,- 

* it will pay in dividends this year 








$725,022. Its surplus is $2,945,962. Its 
insurance in force is $167,889,784, in- 
crease 4.84 percent. Its assets increased 
7.97 percent and surplus 6.4 percent. 
The average interest received on mort- 
gages was 4.85 percent and on bonds 
3.89. Its cash yield on assets as a whole 
is 3.98. Its mortality ratio was 43 per- 
cent. 
*x* * * 


PROTECTIVE LIFE 


The Protective Life increased its in- 
surance in force by $17,000,000, its assets 
by $691,901 and its legal reserve by 
$701,525 in 1937. Insurance in force 
totals $108,807,289. Premium income 
gained $319,183. 

*x* *K x 
CONTINENTAL ASSURANCE 


The gain and loss exhibit of the Con- 
tinental Assurance of Chicago for the 
end of the year is as follows: 

Operating profit, $237,436;. dividends 
paid to stockholders, $200,000; net gain 
from operations less dividends paid to 
stockholders, $37,436; net decrease in 
market value of bonds not eligible for 
amortization and all stocks, $332,543; net 
gain from sale of investments, $57,787; 
net charges from sale of investments and 
decrease in market vaue, $274,756; trans- 
ferred from contingency reserve, $290,- 
000; net credits to surplus from adjust- 
ment of contingency reserve, $15,243; net 
addition to surplus, $52,679; surplus Dec. 
31, 1936, $2,432,616; surplus Dec. 31, 1937, 
$2,485,296. 

* * * 
GREAT SOUTHERN LIFE 


The Great Southern Life of Texas 
shows assets $47,550,000, gain $2,793,000. 
The real estate item is $5,638,221, de- 
crease $559,302. The bond account is 
$5,049,074 and the mortgage loans 
amount to $19,712,640. Its cash is $2,- 
544,903. The policy loans are $4,580,- 
000. The insurance in force is $242,737,- 
130, gain $9,274,894. The new busi- 
ness was in excess of $34,000,000. The 
persistency rate has improved and the 
mortality ratio was much better than 
previous years. The capital is $3,000,- 
000, net surplus $1,000,000, fluctuation 
reserve $720,000. President Greenwood 
summarizes the operations as follows: 
(1) Increase in admitted assets; (2) im- 
proved condition of mortgage loan ac- 
count; (3) improved condition of real 
estate account; (4) fewer delinquencies 
in investment department and _ higher 
percentage of collections; (5) increase 
in insurance in force; (6) higher per- 
centage of premium collections; (7) bet- 
ter class of new business being sub- 
mitted to company by agency force; (8) 
improved mortality; (9) material im- 
provement in earnings. 

* * * 


MUTUAL LIFE OF NEW YORK 


The Mutual Life of New York shows 
assets $1,349,057,256, increase $40,778,- 
437, surplus $44,270,997, dividend re- 
serve for this year $22,781,795, new 
business $269,154,537, insurance in force 
$3,758,762,023. It paid policyholders last 
year $134,212,373. The Mutual Life’s 
first policy was issued Feb. 1, 1843, this, 
therefore, being its 95th anniversary of 
this event. 





Michigan Status Told 


DETROIT—There is approximately 
three billions of life insurance in force 
in Michigan, of which around $350,000,- 
000 was put on the books in 1936 and 
1937, George E. Lackey, president of 
the Michigan Association of Life Un- 
derwriters, told the Junior Board of 
Commerce at its forum session here. 

The premium income from life insur- 
ance in force in Michigan is about $90,- 
000,000 and the pér capita holding of in- 
surance about $750. At the close of 
1936, life insurance companies had over 
44 billion dollars invested in Michigan, 
Wisconsin, Illinois, Ohio and Indiana, 
while the cash reserves on the business 
in force in these states totaled $4,229,- 
000,696. The ratio of ‘investments to 
these reserves in this area is 104.9 per- 
cent. 





Supplement social security benefits 
with life insurance. Slide rule $1. Order 
“rom National Underwriter. 




























































ot stereotyped, but in- 
dividually designed to suit a 
man’s needs... that’s the mod- 
ern Life Insurance Program. 


To impress this point, the 
Metropolitan advertisement in 
the February magazines* pic- 
tures a potter working at his 
wheel. Around him are vessels 
of clay which his clever hands 
have molded into many differ- 
ent shapes—each one fash- 


ioned for a particular purpose. 


The picture and the text make 
clear to the reader that his 
Program can be shaped to suit 
his needs. With the help of his 
Life insurance Field-Man, he 
can arrange for the kind of 
protection he wants his family 
to have. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 


Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y., 
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Several Named in Pacific On C B — 

Mutual Case Fight Removal n Company board 





INCOLN always thought in terms of the greatest good 
for the greatest number. Today his widely applied hon- 
esty, justice, kindliness and sound common sense stand 
acknowledged as never before. The passage of time has en- 
shrined his principles in the hearts of the nation. 


Lincoln’s name was given to The Lincoln National Life Insur- 
ance Company because his principles were respected and 
revered by its founders. 


His Principles in Practice 


These men felt that a Life Insurance company, above all other 
forms of enterprise, should deal with people as individuals— 
intimately thoughtful of their welfare, patient and under- 
standing—as Lincoln dealt with all people. 


That the nation appreciates this friendly, straightforward 
way of doing things, is proved by the fact that nearly a bil- 
lion dollars of Lincoln National Life insurance is now in 
force in the United States and its possessions. 


There is a Lincoln National Life insurance representative in 
your neighborhood—a man in whose advice you'll have con- 
fidence. Consult him about your financial plans and prob- 
lems. Or, if you prefer, write to us. 


From The Saturday Evening Post Advertisement of February 12. 








(CONTINUED FROM PAGE 4) 


ing deposited letters or documents in the 
U. S. mails, or making any false entries 
on the books of the company; denied 
knowledge of any falsification of the 
company’s financial statement or that 
dividends to stockholders had been paid 
from capital rather than from profits. 
He declared he had received, aside from 
the $20 to $40 fee for attending di- 
rectors meeting, no remuneration from 
the company other than $11,300 as sal- 
ary as a member of the examining com- 
mittee of the board. He admitted the 
Seaside Investment Co., the Long Beach 
Bathhouse & Amusement Co. and the 
Artesian Water Co., in all of which he 
was a director and officer, had borrowed 
money from Pacific Mutual, as had his 
mother, brother and sister. He testified 
he owns 4,116 shares of stock of Pa- 
cific Mutual which cost him $94,611. He 
gave details of the loans to the three 
companies, stating the Seaside loan was 
foreclosed and that as of the date of 
seizure by Commissioner Carpenter both 
the other loans were in good standing 
and had been materially reduced. He 
testified the company during three years 
had contributed $483,991 to the em- 
ployes stock syndicate and that it was 
carried in the annual statement under 
house office salaries. 


Official Records 


Counsel for Rindge during the second 
day of the hearing read into the records 
extracts from the official minutes of the 
examining committee of which Rindge 
was a member and executive com- 
mittee of the board of directors and 
of the board itself. The entire day was 
given over to this. The examining com- 
mittee minutes showed it had found sal- 
aries of executives too high and had 
suggested a revision; had suggested a 
budget director to keep down expenses 
and suggested a paring down of travel- 
ing expenses; that under the two plans 
of operating the employes stock syndi- 
cate a total of 29,247 shares had been 
purchased at a cost of $952,362, and said 
the committee thought it unwise to sell 
stock to employes. 

Loans made to the Long Beach Bath- 
house & Amusement Co., and the Sea- 
side Investment Co., in both of which 
Rindge was an officer and director, along 
with their status and final disposition 
were read into the record from the ex- 
ecutive committee minutes. 


Declaration of Dividends 


Declaration of dividends to stockhold- 
ers, voted as shown by the board of di- 
rectors’ minutes, were put on record as 
50 cents per share in January, 1934; 40 
cents in March, June and September, 
1934 and 25 cents in January, 1935, the 
resolutions declaring them saying they 
were from “earned surplus in the non- 
participating life department.” 

‘Minutes of the board, read into the 
record, recited that an appraisal of home 
office property by direction of insurance 
commissioners of three states in 1933, 
and an appraisal the next year by Cali- 
fornia department fixed the valuation at 
$11,000,000, or $2,000,000 in excess of the 
amount at which the company carried 
it, and the valuation, therefore, was 
raised, the added $2,000,000 being as- 
signed to reserves for contingencies. 


Character Witnesses 


When hearings were resumed Jan. 31 
Rindge’s counsel called former U. S. Dis- 
trict Judge Bledsoe, President Rufus B. 
Von Kleinsmid of the University of 
Southern California, Regent Edward A. 
Dickson of the University of California, 
President Andrew M. Chaffee of the Cal- 
ifornia Bank and Herbert D. Ivey, presi- 
dent of the Citizens National Trust & 
Savings Bank, as character witnesses. 

He then resumed the stand and testi- 
fied his maximum stock holding in the 
Pacific Mutual was eight-tenths of 1 per- 
cent of the total issue; that he had bor- 





M. L. BROWN 


M. L. Brown, who served as insur. 
ance commissioner of Massachusetts 
from 1928 to 1935, has been elected 3 
director of the Boston Mutual Life. Mr. 
Brown is now practicing law. J. L. John- 
son, a coal company executive, has also 
—_ elected a director of Boston Mu- 
tual. 








that possibly his stock may have been 
pledged as collateral, and that the ex- 
amination committee had legal advice 
the employes stock purchase plan was 
lawful under the California civil code. 
He declared the examining committee 
had made a report recommending that 
as there existed a lack of uniformity be- 
tween the life and accident departments 
in handling funds, the company adopt 
a single system thus reducing expenses 
and simplying home office accounting. 
Under cross examination counsel read 
into the record the shareholdings of Mr. 
and Mrs. G. I. Cochran, Mr. and Mrs. 
Stanley McClung, Mr. and Mrs. W. H. 
Davis and D. E. C. Moore in the Long 
Beach Bathhouse & Amusement Co.;.of 
the holdings of the Cochrans, Davises, 
Moore, McClung and Mrs. A. D. Grant 
in the Seaside Amusement Co. and of 
the holdings of the Cochans, Lee A. 
Phillips and McClung in the Artesian 
Water Co. In connection with this he 
gave the interlocking directorate of the 
Pacific Mutual and the three other com- 
panies. 

When questioned as to his knowledge 
of a statement that 18 percent of the 
collateral loans by Pacific Mutual were 
to companies when the directorate was 
interlocking, including the three above, 
he said he had no recollection of having 
seen or heard such a statement. 


Automobile Accidents Run 
to a Very High Figure 








Automobile accidents accounted for 
over 40 percent of the accidental death 
claims paid by the Equitable of New 
York last year. Four hundred and 
seventy-seven such claims, totaling $1, 
286,100 were paid under ordinary poll 
cies and 420 claims with an aggregate 
amount of $634,000 under group policies. 
Homicide was the second largest cause, 
accounting for 57 ordinary and 78 group 
claims. Drowning was the cause in 67 
ordinary and 47 group cases and burns 
and scalds in 40 ordinary and 43 group 
claims. i 
A grand total of $5,872,800 was paid 
by the Equitable in 2,083 accidental 
death cases. Of this $3,135,400 was 
paid as the face amount of ordinary 
policies, an additional $1,106,900. under 
the double indemnity feature in 40 
ordinary policies and $1,630,500 under 








rowed money from the company and 


group policies. 





Februar 


may ret 
savings 
be the | 
course | 
duct be 
bankers 


"ance su 


or disct 
uncer ta! 
bank to 
be their 


: matters. 


Foot th 
No n 
volved | 


© ties, the 


them bi 
Livings 
brief pé 
the sav 
the stat 
assesset 


© banks t 


One 


| deputy 
> teeth c¢ 


Gah’ 


Sea ie 


| popular 


fore tl 
knew a 
bill co 
knowle 
centrat 
the sta 
is no 1 


executi 


sition t 
be con 
tivities 
fair an 
type ¢: 
enmity 
ness. 


: 


Harm | 


Just 
done t 
sachust 
pointed 
insuran 
ings ba 
assume 
resents 
compat 
banks 
tive cri 
nobody 
agents 


FULT 


Presi 
Home 
ment o 
constit 
the we 
plan tl 
quired. 

“The 
marily 
industr 
ton. 
transac 
not thi 
angle 
does ec 
the ag 
compat 
Pink p 
ings ba 
as to n 
life in: 
Probler 
the co 
time, e 
are dey 
from ¢ 
are det 
whole 
law of 
lem of 
decent 
fore th 
Mainta 
zation 

The 
Surance 





Aids We heia eg 


BES baat te sina it 


ssa Hae Kiteimeie ites 


» may 
= savings 


CORR y 





February 4, 1938 


LIFE INSURANCE EDITION 














| DEWEY’S BLASTS MAY HAVE EFFECT 


(CONTINUED FROM PAGE 1) 





——— 
y remove a deputy superintendent for 
‘ bank life insurance who shall 


be the head of such division.” It is of 


* course possible that if this deputy’s con- 
© duct became unendurable to the savings 


bankers they might persuade the insur- 


ance superintendent to tone him down 
| or discharge him. However, this is an 
) uncertain type of control for the savings 
> bank to have over the man who would 
» be their spokesman in all life insurance 
matters. 


' Foot the Bill, Too 


No matter how much the banks in- 
volved might dislike the deputy’s activi- 


© ties, they would not only have to endure 


them but to foot the bill as well, for the 


| Livingston measure provides that after a 


brief period of subsidy, the expenses of 
the savings bank insurance division of 
the state insurance department are to be 


© assessed equitably among the savings 


banks having insurance departments. 
One of the worst features is that a 
deputy deciding to take the bit in his 
teeth could get the banks needlessly un- 
popular among the insurance people be- 
fore the bank’s officials and trustees 
knew anything about it. The Livingston 
bill contemplates that all the expert 
knowledge of insurance would be con- 
centrated in the savings bank division in 
the state insurance department. There 


© is no reason to suppose that the bank 


executives themselves would be in a po- 
sition to know whether the deputy might 
be conducting his sales promotion ac- 
tivities along sound lines or making un- 
fair and unwarranted statements of a 
type calculated to arouse the bitterest 
enmity of all those in the insurance busi- 


' ness. 


Harm Hard to Appraise 


Just how much harm Judd Dewey has 
done to regular life insurance in Mas- 
sachusetts is difficult to estimate. It is 
pointed out that only 2 percent of the 
insurance in. Massachusetts is in the sav- 
ings bank. Yet it is probably wrong to 
assume that this small percentage rep- 
resents all the business lost to old line 
companies by the efforts of the savings 
banks insurance department. Destruc- 
tive criticism of the Dewey variety does 
nobody any good, as most life insurance 
agents have found out long ago. 





FULTON COMMENTS 





President James A. Fulton of the 
Home Life in commenting on the state- 
ment of Superintendent Pink said that it 
constitutes such a clear-cut analysis of 
the weaknesses and the dangers of the 
plan that little further comment is re- 
quired. 

“The plan is apparently intended pri- 
marily to serve those people who buy 
industrial life insurance,” said Mr. Ful- 
ton. “Since our company does not 
transact this type of business, I should 
not think of venturing comment on this 
angle of the question. The thing that 
does concern me is the possible effect on 
the agency organizations of the life 
Companies here in New York. As Mr. 
Pink points out, in Massachusetts sav- 
ings bank insurance has been so handled 
as to make it a direct competitor of the 
life insurance salesman. The greatest 
Problem facing life insurance today is 
the continued maintenance of a whole 
time, efficient selling organization. We 
are dependent in the main for business 
fom commission agents whose earnings 
are determined by their own success and 
commissions are limited by the 
ms of New York. Currently the prob- 

mM of the individual agent in making a 
decent livelihood for himself and there- 
— the problem of the companies in 
saintaining an effective selling organi- 
zation are serious ones.” 
he problem which Savings Bank in- 


$ ‘ 
urance presents to the companies may 





not be serious immediately, he com- 
mented. However, the undermining 
effect on the agent can be serious and 
the ultimate undermining effect may be 
extremely serious to the agency organi- 
zation, to the companies, and to our 
whole national economic and _ social 
fabric. 

“As I understand it, Superintendent 
Pink suggests that any individual should 
not be allowed to purchase more than 
$1,000 of savings bank insurance in all 
savings bank institutions in this state. 
This, of course, would minimize the 
objections from the field standpoint of 
the plan as originally proposed by the 
governor,” said Mr. Fulton. “In the 
light of experience the proposal, as orig- 
inally made by the governor, would, in 
my judgment, be a direct attack upon 
the American agency system and upon 
the life insurance agents in this state, 
collectively and individually. I have 
every confidence in Governor Lehman’s 
sincerity of purpose and I do not believe 
that he ever intended this proposal to 
adversely affect this group of men and 
women who have contributed so much 
to the social and economic structure of 
New York and the nation. As a matter 
of fact, the whole proposal as originally 
made by the governor, both in its details 
and as to its general tone, would indi- 
cate that he had been misled and his 
viewpoint colored by that group of indi- 
viduals. who have for a number of years 
steadily attacked the whole institution 
of life insurance, airing their views prin- 
cipally through that group of publica- 
tions which makes a business of attack- 
ing our entire social order,” he said. 


Governor Lehman’s Comment 


“Governor Lehman says: ‘The cost of 
ordinary life insurance sold by the sav- 
ings banks is lower than that of ordinary 
life insurance sold by private companies.’ 
I am puzzled as to why he should refer 
to the life insurance companies as ‘pri- 
vate’ companies. The privately owned 
companies transacted in 1936 less than 
3 percent of the business by New York 
companies as a whole. In the main, 
when he refers to New York life insur- 
ance companies: he is referring not to 
private companies, but to mutual insti- 
tutions owned by and operated in the 
interest of their policyholders under the 
strict and minute supervision of New 
York through an appointee of the gov- 
ernor himself. The mutual life insur- 
ance companies are just as much mutual 
institutions as the savings banks,” said 
Mr. Fulton. 

He said there is one thing that must 
be kept clearly in mind and that is the 
opponents of American life insurance 
are steadily on the job. If American life 
insurance and the American agency sys- 
tem is to continue to progress, its sup- 
porters must be equally vigorous in their 
efforts, he concluded. 


Public Hearing Sought 


M. K. Hart, president New York State 
Economic Council, has asked Chairman 
Moffat of the assembly ways and means 
committee to hold a public hearing on 
savings bank life insurance. He con- 
tends there is no more reason for au- 
thorizing savings banks to write life 
insurance than for authorizing life com- 
panies to receive savings bank deposits. 

“No state in the Union has life insur- 
ance companies more capable of furnish- 
ing life insurance of every kind than the 
state of New York,” he said. “Each 
field is now well covered by its own set 
of institutions. Each has a separate type 
of business.” 





Virginia Bill Advanced 

The Virginia house committee has re- 
ported favorably on the bill establishing 
a separate insurance department and 
changing the present title from superin- 
tendent to insurance commissioner. 





DEPENDABLE PERFORMANCE 





PRINCIPAL RESULTS 1937 


ries $ 40,239,763 
58,618,880 
312,233,793 
11,100,968 
979,141,068 
95,659,018 


1936 


$ 37,717,376 
55,626,964 
291,429,494 
10,858,887 
939,962,209 
88,688,152 


Premium Income 
Total Income 
Assets .... 
Surplus 
Insurance in Force. .... 
New Insurance paid for 


(As of December 31, 1937) 


ASSETS 
ee rr eee $ 6,402,603.65 
United States Government Obligations (Book 

Value) 
Other Bonds (Book Value*)......... sits ads 
Stocks (Market Value).................. 
Mortgage Loans 
Policy Loans 
Home Office Property.................. 
Other Reabitidle. 2... (0.652 Sm. -23 
Interest Due $449,274.92 and Accrued 

$3,342,159.18 
Premium Installments not yet due and Pre- 
miums in course of collection (net}—cov- 
ered by Policy Reserves................ 
Miscellaneous Assets—Net 


IN ini ce aes ee bake wal $312,233,792.95 
* Adjusted to Market Value in case of Bonds not subject to 
amortization. 


36,090, 102.00 
103,528,863.00 
12,395,736.00 
86,781 ,600.04 
38,913,081.00 
2,000,000.00 
16,168,490.52 


3,79 1,434.10 


6, 143,047.51 
18,835.13 





(As of December 31, 1937) 


LIABILITIES 
iy hes nhs nad «pda $256,264,541.00 
Policyholders' Funds 

Proceeds left with the Com- 
pany under Optional Set- 
i is oe chs $22,440,412.22 
Accumulated Dividends 10,299,998.30 
Other Dividends Due Policy- 
holders 


Advance Premium Fund... 


287,720.51 
3,892,619.48 





36,920,750.51 
5, 100,000.00 
1,131,000.00 
1,041 ,803.10 
159,730.72 


Reserve for 1938 Dividends.............. 
Reserve for Taxes Payable in 1938......... 
Miscellaneous Liabilities 
Reserve for Overdue Interest............. 
Market Fluctuation and Investment Contin- 

gency Reserve 
Surplus 


515,000.00 
11,100,967.62 





Voted Giaias. soo gs ss a $3 12,233,792.95 


CONNECTICUT 
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pany in London. That was in 1875. The 
Metropolitan started industrial insurance 
four years later. The Metropolitan 
alone has over a third of the total in- 
dustrial insurance in force in all com- 
panies and the amount of industrial in- 
surance now in force in that company 
alone has reached the huge total of 
$7,175,974,709. This is approximately a 
third of the total insurance of the com- 
pany. 

Great Benefits Found ‘ 


“While there has always been consid- 
erable justifiable criticism of industrial 
insurance because of its high cost, ne- 
cessitated in part because it was sold 
retail and without examination or selec- 
tion, the great benefits which it has be- 
stowed upon its policyholders and the 





country generally cannot be overlooked. 
It has to some extent performed the 
function of the new social insurance 
which the government is inaugurating 
at a time when no government help 
could be looked for and each person had 
to do for himself. Inequalities and 
abuses have been gradually corrected 
and today industrial insurance approxi- 


mates more closely than in the past 


other lines of insurance. 

“In order to help determine whether 
or not the charges which are made are 
well-founded, one of the examiners of 
the department, Max S. Weinstein, was 
assigned to make a thorough study of 
the industrial end of the Metropolitan 
Life in connection with the regular ex- 
amination now in progress. The report 
on this study is nearly complete. It will 








EXEMPLARS 


A reverent world pauses this month to honor 
the memory of two American immortals. 


The outstanding qualities of these great men 
were sympathy for the weak and a courageous 
determination to protect them. 


The same spirit prompts a man to protect 
his wife and children with life insurance. 





prudential 


Company of America 


EDWARD D. DUFFIELD, President 


Home Office, NEWARK, N. J, 








go into every detail and give a vast 
amount of information which should be 
helpful in deciding whether or not those 
things which are objected to in industrial 
insurance can be corrected by legisla- 
tion or otherwise. It should be helpful 
not only to the companies but to the 
legislature. It is a credit to the depart- 
ment and to the merit system in state 
civil service that one of our examiners 
could undertake such a difficult and com- 
plicated task and make so thorough and 
complete an analysis. 


Criticisms Not Substantiated 


“The study indicates that many of the 
charges made by the critics of industrial 
insurance are not substantiated by the 
facts. On the other hand, it does show 
that 30 percent of the entire industrial 
business and 50 percent of all industrial 
endowment policies were written on the 
lives of children under the age of nine. 
About 25 percent of all industrial endow- 
ment policies. were written at age one 
as the next birthday. It seems unrea- 
sonable that such a large proportion of 
industrial insurance should be written 
upon children. 

“The great need is to protect the 
family upon the death of the breadwin- 
ner. It is too often the case that a 
working family will carry a large num- 
ber of policies scattered among its vari- 
ous members and have totally inadequate 
insurance upon the head of the family. 
It is of first importance that when the 
breadwinner is taken away something 
be left for those who remain. It is also 
unwise that so large a share. of :the.in- 
surance on children should be in the en- 
dowment form. 

“Despite all of the efforts made by 
the industrial companies to minimize the 
problem of the high lapse rate, the study 
indicates that it is far from being 
solved. Losses to industrial policyhold- 
ers run as high as 86 percent of the 
premiums paid in the case of policies 
lapsed within the first three years. While 
it must not be forgotten that the policy- 
holder has had protection during the 
period when the policy was in force, the 
lapse rate is entirely out of order, con- 
stitutes a great social waste, and every 
possible effort should be made to correct 
this defect. 


Lapses in Early Days 


“The study further indicates that al- 
most 43 percent of the lapses of weekly 
premium policies taking place during the 
year 1935 were policies on which pre- 
miums had been paid for less than three 
years. Of these lapsed policies almost 
16 percent consisted of policies which 
were lapsed when only from one to four 
weeks’ premiums had been paid. 

“It is to be expected that industrial 
insurance must cost more than ordinary 
insurance because of the higher mortal- 
ity and the way in which it is sold and 
because of the large force required to 
collect premiums from. week to week. 
Because of these factors it is difficult to 
make accurate comparisons of the cost 
of industrial insurance with the cost of 
ordinary insurance. Comparisons are 
also susceptible to incorrect interpreta- 
tions. Nevertheless, in view of the gen- 
eral interest in industrial insurance, and 
particularly its cost, an attempt has been 
made to approximate the difference. One 
comparison indicates that the excess cost 
of industrial insurance as related to 
standard ordinary insurance is from ap- 
proximately 60 percent for a five year 
period to 100 percent for a 20 year pe- 
riod. Another comparison, related to sub- 
standard ordinary ‘insurance, that is, a 
group in the ordinary class with about 
the same average mortality as industrial 
insurance produces, indicates that the ex- 
cess cost varies from approximately 30 
percent for a five year period to 45 per- 
cent for a 20 year period. Each of the 
cost figures involved in these compari- 
sons was produced by accumulating the 
net payments, that is, the gross. premi- 
ums less dividends, with interest at 334 
percent, and deducting the cash value 
from the result. 

“There is no doubt that intensive effort 
and study must be put upon the problem 





of high cost, excessive lapses, and an 


undue proportion of policies issued upoy 
children. It would seem that this j 
primarily a matter of company manag. 
ment rather than for legislation. Th, 
producing cause of these things, is, ¢ 
course, the high pressure salesmanship 
It is said that industrial insurance cap. 
not be sold in any other way. This i 
undoubtedly true. The industrial agen; 
has been the greatest force in building 
up industrial insurance and spreading it 
throughout the land. On the other hang 
he is undoubtedly responsible for the 
fact that it is often sold unwisely and no 
properly allocated among the member 
of the family. Company managements 
should use every effort to see to it that 
industrial insurance is not oversold and 
that it fits more nearly the needs of the 
people. 

“For a long time efforts have been 
made not only to correct the weaknesse; 
of industrial insurance but to find some 
substitute which might be better. 


Cites Wisconsin Scheme 


“The state of Wisconsin established a 
state insurance company where the cost 
is less but very little business is done, 
The Wisconsin plan has had little effect 
in the state. 

“For many years a method of selling 
life insurance solely through the mails 
has been in effect in New York without 
the employment of agents. Experience 
shows that the volume of business js 
‘small and that the acquisition cost is no 
‘less than that of agency companies. 
“The social-insurance recently effected 
by the government-wifl-undoubtedly have 
some effect and will probably displace a 
portion of industrial insurance. It is 
not likely, however, that it will cut into 
the total volume of industrial insurance 
because government activity will only 
stimulate the insurance idea. 

“Group insurance is, as far as it goes, 
probably the best, cheapest and most 
hopeful substitute. The trouble is that 
so far it covers only those who are em- 
ployed in large establishments and only 
during the period of their employment. 

“The Massachusetts plan of savings 
bank life insurance has been tried out 
in that state for about thirty years. 
While the original idea is said to have 
come from Elizur Wright, the fact that 
we have savings bank insurance today is 
due almost entirely to the devoted efforts 
of Supreme Court Justice Louis D. 
Brandeis. It was he who put the plan 
into effect in Massachusetts and nursed 
it through its early stages. It is his 
spirit that still dominates. Without 
Brandeis there would probably be no 
savings bank: life insurance in Massa- 
chusetts. 

“This plan is perhaps more nearly a 
substitute for industrial insurance than 
most others because it actually does cut 
the cost and has been sold in some vol- 
ume. While for many years the total 
insurance issued by the savings banks in 
Massachusetts was so small as to be al- 
most negligible, recently it has increased 
and the plan seems to be working more 
effectively today than before. However, 
even now savings bank insurance const 
tutes only approximately 2 percent 0 
the life insurance issued in Massachu- 
setts. 


Costs Considerably Lower 


“The main point is that because ot its 
tie-up with the savings banks and the 
fact that the law prohibits the employ- 
ment of life insurance solicitors, costs 
are cut and the public’ ‘is ‘able to secure 
safe insurance at considerably lower 
costs. : 

“On the other hand, there are at least 
some theoretical objections. We havé 
been trying to keep life insurance Sepa: 
rate from other forms of insurance an 
from other fields of effort. In this staté 
we found from sad practical experience 
that mortgage guarantees, title insurance 
and banking did not mix. We are try 
ing now to separate the mortgage bus!- 
ness from the title business and both 
from the banking business. Savings 
bank life insurance makes an_alliance 





between banks and insurance. The Per 
ciple is contrary to our present policy 
and the adoption of the plan can 
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stifed only if it has shown sufficient 
trength, as a practical matter, to war- 
nt the change. : are 

“There has been considerable criticism 
Massachusetts because savings bank 
surance has not always been used by 
hose for whom it was designed. While 
ach bank is limited to the issuance of 
1,000 of insurance to a person, a policy- 
holder can secure through his bank 23 
ther thousand dollar policies in the re- 
maining savings banks of the state. 
Mhere has also been some criticism be- 
use the state has in the past directly 
Ussisted in promoting and sellings sav- 
ngs bank insurance which the private 
feel to be unfair competition. 
“If a law authorizing savings bank in- 


“surance is to be adopted in this state, it 
chould, so far as possible, provide for 
Dequal taxation with other insurance com- 
panies, no direct state assistance, and 


policies should be limited to a total of 


's1,000 a person in one or more banks. 


Further than that, if the law becomes a 
reality, every effort should be made to 


"the end that the benefits thereof are 
‘made easily available to the large num- 
‘ber of poorer people who use industrial 
‘insurance, rather than merely to the alert 
S buyer.” 


Justice Black in 
‘Move to Interpret 


14th Amendment 





(CONTINUED FROM PAGE 1) 


‘nies as well as all corporations in such 
> emergencies, 


> General 


Jeirtinetcein ssi 


Briefly, in this case, the Connecticut 
had reinsured life insurance 
policies written by another company on 
lives of California citizens. The rein- 
surance agreement, however, was ex- 
ecuted in Hartford, Conn., and the re- 
insurance premiums were paid there. 
No step of the transaction ever had 
been carried out in California, other 


_ than that the premiums originally were 


| collected by the issuing company in 


’ California. 
' State Courts Differed 


The state courts in California had 


| held in this and other cases previously 


| that the 2.6 percent premium tax law 


' applied not only on premiums payable 


| California supreme court. 
' on which such opinions were founded 


' in California, but also on those payable 


in Connecticut, and by inference, in any 
other state. This was sustained by the 
The theory 


was that the 1935 California insurance 
code did not specify that reinsurance 
was different from other insurance, and 
therefore the Connecticut General’s Cal- 
itornia license authorized it as well to 
do a reinsurance business. The case 
was taken to the U. S. Supreme Court 
on the constitutional point. 

Justice Stone explained that the com- 
panys reinsurance contracts undertook 
only to indemnify the insured com- 
pames against loss upon their policies 
Written in California and that the rein- 
surance involved no transactions or re- 
lationship between the company and 
those originally insured, and called for 
no act in California. 

Apart from the facts that appellant 
Was privileged to do business in Cali- 
‘ornia and that the risks reinsured were 
originally insured against in that state 
by companies also authorized to do busi- 
ness there, California had no relation- 
ship to appellant or to the reinsurance 
Contracts,” the decision pointed out. “No 
aa in the course of their formation, per- 
ormance or discharge took place there. 
F € formation of those acts was not 
ment upon any privilege or author- 
Y granted by it, and California laws 
afforded them no protection.” 


Makes Another Point 


j 2 grant by a state of the privilege 
oing business within its borders, Jus- 
€ Stone continued, does not affect the 
Privilege, under the protection of the 
Ta Process clause of the constitution, 
Going business elsewhere. 
Even though a tax on the privilege 





Made a Director 




















H. T. BURNETT 


H. T. Burnett, agency director of the 
Reliance Life, has been elected a direc- 
tor. He started with the company 20 
years ago when he was made manager 
of the Alabama department with head- 
quarters in Birmingham. In 1923 he 
was taken to Pittsburgh and put in 
charge of western Pennsylvania. He 
built the department from a $5,000,000 
to a $15,000,000 unit. He was elected to 
his present office in September, 1936. 

R. C. Kneil, assistant to the executive 
vice-president, has been elected assist- 
ant vice-president. Dr. J. L. Humph- 
reys, assistant medical director, is ap- 
pointed associate medical director. 








of doing business within the state in 
insuring residents and risks within it 
may be measured by the premiums col- 
lected, including those mailed to the 
home office without the state, and 
though the writing of policies without 
the state insuring residents and risks 
within it is taxable because within the 
granted privilege,” he said, “there is no 
basis for saying that reinsurance which 
does not run to the original insured, and 
which from its inception to its termina- 
tion involves no action taken within 
California, even the settlement and ad- 
justment of claims, is embraced in any 
privilege granted by that state.” 





Pan-American Club Offers 
New Producers Opportunity 





Over 10 percent of the Pan-American 
Life’s total business written in 1937 was 
produced by new representatives, mem- 
bers of the $2,000 Club. A total volume 
of $3,714,121, with a monthly average 
of $309,500 was recorded for this group. 
An average of 67 active producers con- 
tributed each month. 

The $2,000 Club is a production or- 
ganization created for the purpose of 
encouraging and recognizing efforts of 
new field men and to impress upon them 
the importance of steady monthly pro- 
duction. They are given an opportunity 
to compete for monthly cash prizes. 
Upon appointment an agent receives 
a letter inviting him to join the club. 
All that is required for membership is 
the submitting of an initial application 
for new insurance. Following this- he 
receives a handsome certificate of mem- 
bership, a congratulatory letter welcom- 
ing him into the club, followed by other 
letters of encouragement. If he is inac- 
tive for 45 or 60 days, his name is 
dropped from the active rolls. 

If a member does not produce by the 
15th of any month, he receives a letter 
urging him to get into production before 
the close of the current month and make 





the roster of regular members published 
regularly in the Pan-American “Field 
Message.” In this publication a special 
page is devoted to the $2,000 Club and 
a message is sent to the entire member- 
ship through this medium. The names 
appearing on the roster of regulars are 
those who produced $2,000 or more dur- 
ing the previous month. There are three 
prizes of $5 awarded each month to the 
three members with the highest produc- 
tion of submitted business. 


Three Members Advanced 


During the year 1937, three members 
graduated from the $2,000 Club to the 
junior division of the Pan-American’s 
Dynamo Club, a larger producers’ or- 
ganization. These men were enrolled in 
1937 and paid for a volume of business 
in excess of $100,000. The production 
for March and August was greater than 
in any other month because of special 
contests, throughout the entire field, 
offering to the high producers additional 
cash and merchandise prizes and special 





recognition in monthly and quarterly 
publications of the company. 


Seek Trust Fund Investments 


RICHMOND-—A bill is being drafted 
for introduction into the Virginia gen- 
eral assembly permitting investment of 
trust funds in hfe insurance endowments 
and annuities. It will be backed by the 
Richmond Association of Life Under- 
writers. 








Bradley Field Supervisor 

C. W. Bradley has been appointed 
field supervisor in the J. W. Bishop home 
office agency of the Volunteer State Life 
to succeed J. F. McCaughy, recently pro- 
ag to agency manager in Orlando, 
“la. 


Joseph Wortman Resigns 


Joseph Wortman, for the past five 
years general agent of the Security Mu- 
tual Life in Boston, has resigned. No 
successor has been appointed as yet. 
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ooking Ahead | 
1938 


The Great Southern Life extends greet- 
ings to the tireless legions of life under- 
writers in their defence of the financial 
security of the American family. 


To its own Great Southerners it pledges 
another year of constructive achievement 
to the end that each one may grow to 
become the leader in his profession in his 


If there are others of you who are blessed 
with “growing pains” we invite you to 





Great Southern 


Life Insurance Company 
E. P. Greenwood, President 


Houston, Texas 
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Effect of Dewey’s Attack 


THROUGH his unfair, intemperate attacks 
on regular life insurance, Jupp Dewey, 
deputy savings bank insurance commis- 
sioner in Massachusetts, by the very vio- 
lence of his methods, may be defeating the 
spread of his doctrine to New York state, 
where a savings bank life insurance bill 
carrying Governor LEHMAN’s blessing is 
before the legislature. Mr. Dewey fur- 
nishes almost the best possible illustration 
of the extent to which savings bank life 
insurance is not savings bank life insurance 
at all but state life insurance, with the 
savings banks acting merely as agencies 
for business and custodians for reserves. 
To a very real extent Mr. Dewey is sav- 
ings bank live insurance and savings bank 
life insurance is Mr. Dewey. 

Exposing, as he does so unmistakably, 
the fact that savings bank insurance is in 
reality government insurance, Mr. DEWEY 
demonstrates a principle of savings bank 
life insurance which should be interesting 
to savings bankers in New York state, 
namely, how little control the banks them- 
selves have over the deputy superintendent 
at the head of the system. The deputy, 
under the New York proposal, is responsible 
only to the superintendent of insurance. 
No matter what vitriolic attacks he might 
launch at life insurance companies and 
their agents, in the fashion of Mr. Dewey, 
the savings banks could do little except to 
plead with the superintendent of insur- 
ance to put the quietus on his objectionable 
deputy. The superintendent might or 
might not see fit to take action, In any 
event, it would appear to be a situation 
distasteful to New York state savings 
bankers, who have a notable record of 
conducting their business on conservative, 
dignified lines and without having to sup- 
plicate state authorities for this or that 
boon. 

In saying that Mr. Dewey furnishes 
“almost” the best example of the evils here 
discussed, the word is used in fairness to 
Mr. Dewey and to direct attention to how 
much worse conditions could be than they 
are at present in Massachusetts. However 
much insurance men may gnash their teeth 
at Mr. Dewey’s outrageously unfair com- 
parisons between savings bank life insur- 


ance and regular life insurance, he is gen- 
erally credited with being sincere in his 
beliefs. What a similarly aggressive dep- 
uty, but having racketeer tendencies, could 
do if he worked subtly enough to keep 
technically within the law is not pleasant 
to contemplate, either for the savings banks 
or the life companies, 

Extension of attacks such as Mr. Dew- 
EY’s might well arouse life insurance agents 
to the point where they would engage in 
a destructive fight against not only sav- 
ings bank life insurance but the savings 
banks themselves. Such attacks would be 
as misguided and regrettable as those of 
Mr. Dewey, but when men get fighting 
mad they sometimes fail to consider the 
consequences of everything they do. There 
has always been a considerable degree of 
harmony between the savings banks and 
the life insurance business in New York 
state and a violent schism could easily do 
much harm to both sides without doing 
either any good. 

That destructive criticism is harmful not 
only from an ethical point of view but 
purely as a practical problem has long 
been recognized by the smarter life insur- 
ance agents. They will refuse to criticize 
other companies or agents because usually 
such criticisms do not help the critics. 
Criticism brings an atmosphere of doubt 
and uncertainty which is hostile to the 
buying urge. 

It is an inherent part of savings bank 
life insurance as practiced in Massachu- 
setts and proposed in New York that the 
savings banks in effect turn over their 
insurance functions to the state’s deputy, 
who in turn becomes a virtual dictator. 
Things may appear to go well under a 
good dictator, but dictators are much too 
prone to go in for self glorification, not 
hesitating to drag their reluctant but help- 
less subjects into needless and destructive 
warfare without regard for the conse- 
quences. 

Possibly New York might have good 
luck with its savings bank life insurance 
dictators. But Jupp Dewey has shown 
the useless and undiplomatic friction that 
even an honest dictator can arouse in his 
fanatical zeal for his cause, 


Offices as Agency Recruiting Ground 


Many general agents and companies 
have found their own offices a magnificent 
recruiting field for agents. A young per- 
son entering the employ of a company, 
either at the head office or branch or gen- 
eral agency, learns the business from the 
office angle, becomes imbued with the 


spirit of the institution and at least has 
added something to his knowledge of life 
insurance. 

The Epwarp A. Woops Company of 
Pittsburgh encourages its office employes 
to produce business. Last year about 
$1,000,000 was paid for by these inside 


people. In every general agency there is 
an opportunity for new agents to be 


WHEN the financial problems of life in- 
surance companies began to be acute and 
engrossed the minds of company execu- 
tives far more than they ever have be- 
fore, the AMERICAN LiFE CONVENTION in- 
augurated the custom of having its Frnan- 
cIAL SEcTION hold a winter meeting in 
Chicago. The section meets at the time 


trained as producers through this of 
route. 


Fruitful Study of the Investment Problems 


of the annual meeting of the conventiy 
proper and attracts wide attention jn j, 
sessions. However, the financial questiog 
are sO gripping, important and Pressing 
that the mid-year meeting simply adj 
greater impetus to the work of the s. 
tion and thus a seminar is conducted ¢ 
real value to all who attend. 








PERSONAL SIDE OF BUSINESS _ 





E. C. Jessee, state agent at Charleston, 
W. Va., of the Washington National, 
died of pneumonia in a hospital there 
following an operation. 





The engagement of Roger W. Bud- 
long of Chicago, editor of the “Insur- 
ance Broker,” to Miss Eleanor Rockafel- 
low is announced. Miss Rockafellow’s 
father, E. C. Rockafellow, is assistant 
secretary of the Washington National. 
Roger Budlong belongs to the famous 
Budlong insurance family. His father 
for many years was vice-president of the 
Federal Life. 





President A. H. Hoffman of the Yeo- 
men Mutual Life has been appointed a 
member of the national committee to 
confer with other business leaders’ in 
Washington on suggestions to expedite 
business recovery. The appointment, 
from Secretary of Commerce Roper, re- 
quested Mr. Hoffman to be in Washing- 
ton for a conference beginning Feb. 2. 
The conference will study the present 
business situation and work out plans 
and recommendations for governmental 
agencies, designed to assist in stimulat- 
ing business. 





L. G. Campbell, Oakland, ‘Cal., agent 
of the Pacific Mutual Life, observed his 
35th anniversary with the company. 
Since 1902 Mr. Campbell has placed 
more than $14,000,000 of life insurance 
protection. In three separate years he 
has written over $1,000,000 and rarely 
has he dropped below the $400,000 mark. 
He specialized in the savings type of 
protection. 





W. W. Head, president General 
American Life, has completed a tour of 
Texas agencies, on which he combined 
his Boy Scout work, addresses to civic 
clubs and agency meetings. This made 
his trip deserve the term “strenuous.” 

Roy Ray Roberts, Los Angeles, gen- 
eral agent State Mutual Life, held a 
dinner to introduce Mrs. Roberts to his 
office personnel and agency force. They 
were married Christmas day in Boston. 





Dr. George F. Jackson, medical direc- 
tor and a member of the finance com- 
mittee of the Pyramid Life of Little 
Rock, died in a hospital in the home 
office city. Death was attributed to 
heart disease. He has been medical di- 
rector since 1925. 





The Cleveland agency of the Ohio 
State Life, which has been conducting 
a campaign in honor of the 50th birth- 
day anniversary of Manager Carl Adams, 








gave a dinner attended by Prasad 
Claris Adams. Albert E. Jenkins, old: 
est member of the Cleveland agency iy 
point of service, member of the. 193 
$100,000 club and captain of one of the 
two teams in the campaign, presided 
Speakers included President Adams 
Manager Adams, Col. Carmi A. Thomp 
son, Cleveland, one of the original H 
rectors of the Ohio State Life; Frank L. 
Barnes, agency vice-president, and men- 
bers of the Cleveland agency. 





January is “Dugger month” with the 
Great American Life of San Antonio, 
honoring W. L. Dugger, vice-president 
in charge of agencies, and his birthday 
showed an increase of 36 percent in pro- 
duction over 1937. 





Albert E. Mielenz, veteran gener 
agent of the Aetna Life in Milwaukee, 
was elected president of the Young 
Men’s Christian Association at the an- 
nual dinner meeting. 


Dr. Charles E. Albright, one of the 
nation’s largest personal producers and 
special agent for the Northwestern Mu- 
tual Life at Milwaukee, has been ap- 
pointed to the advisory council of the 
new Wisconsin state department of com- 
merce by Governor La Follette. An- 
other appointee is Herman L. Eken, 
former Wisconsin commissioner and 
now a Chicago insurance attorney, who 
maintains legal residence in Madison. 








James H. Daggett, first vice-president 
of the Old Line Life of America, has 
been elected treasurer of the Episco- 
palian diocesan council, which held its 
annual convention in Milwaukee. 


W. S. Hendley, Columbia, S. C., man- 
ager of the Mutual Life of New "York, 
has been elected potentate of Omar 
Shrine Temple. He is a past president 
of the Columbia Association of Life Un- 
derwriters. 





John J. King, president of the Hooper 
Holmes Bureau, visited San Francisco 
last week, accompanied by Mrs. King, 
en route to Honolulu for a one month's 
vacation. They sailed on the Matsonia 
Saturday. On_ their return from the 
islands they will remain in San Fran- 
cisco about 10 days before returning 
east. 





Neal Gibson, district manager Jeffer- 
son Standard Life, Sherman, Tex., was 
presented a five-year service pin by 
Manager R. M. White, of Dallas. 

Mr. Gibson has been a member of the 
company’s App-a-Week Club since 1933 


————, 
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And a member of the Julian Price Club, 
honor organization. A banquet 


i st 
pigh¢s' dered him by Mr. White. 


vas ten 





" Frank H. Lewis, Newark general 
Magent of the Massachusetts Mutual Life, 
Sand Mrs. Lewis have gone to City 
"Point, Fla., where they plan to remain 
Gatil April 1. Mr. Lewis has a small 
Mprange grove there. 





| Mrs. George H. Newbauer, wife of the 


Indiana commissioner, who has been ill 





for some weeks, is making a good im- 
provement in health and they are plan- 
ning to leave for Florida Friday, driving 
through. 





A bust of Abraham Lincoln, a dupli- 
cate of the one which adorns the head- 
quarters at Indianapolis of the American 
Legion, was presented to the American 
Legion Post at Fort Wayne, Ind., by 
Arthur F. Hall, president of the Lincoln 
National Life. 











NEWS OF THE COMPANIES 





“Report Made on Pilot Life 





President Green Calls Attention to 
’ the Progress the Company Made Dur- 
ing the Past Year 


oa 









E. C. Green, president of the Pilot 
"Life of Greensboro, N. C., in submitting 
‘the annual report stated that the invest- 
‘ment portfolio is in its best condition 





EMRY C. GREEN 


| since the company started. Last year 


the mortgage loans were increased by 
over $2,000,000 of which $1,700,000 are 
guaranteed by the federal government. 
The real estate was reduced $135,000. 
There has been a substantial improve- 
ment in business persistency, Mr. Green 


» added. Demands for policy loans and 


© cash surrenders have decreased. 
mortality ratio was 41.2 percent or 17.3 


The 


| percent improvement over the year be- 


' fore. 


The premium income increase 
amounted to $332,287 or over 10 percent. 
Last year its average interest return 


: was 4.6 percent. 


Insurance in force, Mr. Green stated, 


| 18 now $126,214,342, gain $10,363,266 or 


9 percent. Assets are $18,050,681, in- 
crease $1,603,274 or 10 percent. The 
new business is $36,862,136, gain 14 per- 


| cent. The company has been in busi- 
Ness 35 years. 
| With great gratification by the members 


The report was received 


of the home office organization, the field 
staff and stockholders. 





Church Life’s Year 


The Church Life of New York, a sub- 


| Sidiary of the Episcopal Church Pension 


Fund, experienced the largest year in 
its history in life insurance in 1937. The 
Increase over 1936 was 18 percent. The 
jorporation was organized in 1922 to 
gee life insurance and annuities to 
€ clergy and lay workers of the Epis- 
ae Church, and its facilities are en- 
a restricted to these groups. It is 
— that a general retirement 
> or lay employes of the church, 
an are not included under the provi- 
ps of the social security act, had been 
en by a joint committee on social 
of Sigg created by general convention 
oe church to study the matter of 
ocial security for lay employes. 





To Have New Home Office 





Farmers & Bankers Life Acquires 
Title to the Former Wichita Club 
Building 





WICHITA.—The Farmers & Bank- 
ers Life of this city has acquired title 
to the building located at Market and 
First streets, which was formerly the 
Wichita Club. It consists of five stories 
and a basement, 50 by 140 feet. Farm- 
ers & Bankers Life intends to convert 
this to a home office building, but it will 
not get possession until April 1. After 
that alterations will be made, suitable 
for Farmers & Bankers occupancy. 

This is a reinforced concrete, fire- 
proof building, well suited for the pur- 
poses of the company in a splendid lo- 
cation and just across the street from 
the Lassen Hotel. 

H. K. Lindsley, president of Farm- 
ers & Bankers Life, is one of the most 
prominent life company executives in 
the middle west. He is a past presi- 
dent of the American Life Convention. 





Travelers Figures Detailed 





Some of the Important Items in the 
Annual Statements of the Companies 
in the Group 





HARTFORD.—Assets of the Trav- 
elers companies reached a total of $943,- 
887,000 at the end of 1937, comparable 
with $889,552,000 the year before. 

The assets of the Travelers itself stood 
at $914,463,947; Travelers Indemnity, 
$26,437,820; Travelers Fire $24,556,104; 
Charter Oak Fire, $1,263,376. 

The premium income of the com- 
panies amounted to $200,013,307, and the 
total cash income, which includes invest- 
ment income, $237,556,169. The pre- 
mium income was not only the greatest 
in aggregate that it has ever been, but 
is the greatest for each of the companies. 
While the effects of the business slump 
were not seen in the volume of pre- 
miums or in the amount of new life 
insurance written, it had its effect in 
other ways. In 1934, 1935 and 1936 
there were decreases in the amount of 
loans outstanding against life policies, 
but during 1937 there was an increase 
of over $3,000,000. 


Surplus Is Increased 


The unusually low security values of 
Dec. 31 and other contingencies reduced 
the special fluctuation reserves from 
$15,617,099 to $8,021,318 in the Travel- 
ers, from $7,904,524 to $6,654,688 in the 
Travelers Indemnity and from $3,235,503 
to $2,309,362 in the Travelers Fire. 

The surplus of the Travelers went 
from $27,524,646 to $28,057,816; Travel- 
ers Indemnity from $6,909,966 to $7,- 
227,780; Travelers Fire from $5,031,973 
to $5,514,303; the Charter Oak Fire from 
$744,557 to $759,769. 

“The underwriting results for the year 
in all departments,” said President 
Zacher, “showed a favorable experience 
due in a great measure to the greater 
activity in general business conditions 
which began in the fall of 1936 and con- 
tinued until about October, 1937. Dur- 
ing this period there was an improve- 
ment in investment conditions, but in the 








Full-page ad on the Family-needs Forecast . . . appear- 
ing in February 5th Saturday Evening Post and Febru- 
ary 14th Time. 


The FAMILY-NEEDS FORECAST 


leads to higher-income prospects 
... to business that 
stays on the books! 


HIS DYNAMIC new selling plan is aimed at men who 
Fe good prospects—not for just a hard-won 
thousand or two of insurance, but for a complete pro- 
gram of family protection. 

To a man of this substantial type, the Family-needs 
Forecast points out an urgent problem—the seven vital 
needs that might suddenly confront his family. Then 
it gives him a clear-cut analysis of what his present in- 
surance could do—and couldn’t do—about those needs. 

This makes the gaps in his family’s protection stand 
out so clearly that he’s almost compelled to fill them. 
And the policies he buys stay sold . . . because he him- 
self has been made thoroughly aware that he can’t get 


along without them. 


The UNION CENTRAL LIFE Insurance Company 


OHIO 


CINCINNATI 
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A CHARTED COURSE 


The first lap of our voyage through the year 
1938 is behind us. The good old ship “Peoples 
Life” weighed anchor, maneuvered into posi- 
tion and sailed off last month on a carefully 
charted course. “Tis a grand sea-worthy vessel 
sailing under the direction of officers carefully 
They 
know their ultimate destination and have so 


picked and trained for their positions. 


charted their course. 


Do you want the course of your life charted 
for success? Then become a voyager sailing 
under the direction of 











PEOPLES LIFE INSURANCE Co. 


“The Friendly Company” 
FRANKFORT 
11 


INDIANA 
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THE PRICE IAG OF SUCCESS 


The price tag of success is high. It calls for work, 
vision, initiative and perseverance. To men with 
these qualities and a record of $100,000 of paid-for 
——— production last year, a residence in either 

ennsylvania, Delaware, New Jersey, Rhode Island 
or Maryland and the feeling that there is no further 
opportunity for growth in their present connection— 
we have an offer and the chance of a lifetime. 


The Bankers National Life Insurance Company is 
giving men of this caliber opportunity to build suc- 
cessful general agencies and assures them that they 
will have every help and promotion to make that 
success a reality. 


If you are interested and feel that you can meet our 
qualifications, then write to William J. Sieger, Viee 
President and Superintendent of Agencies—today. 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 


MONTCLAIR, NEW JERSEY 


last three months there was a decided 
falling off of borrowings and an unwar- 
ranted drop in security prices. Again 
in a falling market sales were made to 
establish tax losses which had the effect 
of further depressing values. 


Interest Rates Low 


“Interest rates,” he continued, “are 
still abnormally low and are likely to 
remain so until business improves and 
long time opportunities are undertaken 
with confidence. In the first nine 
months of the year real estate moved 
freely, enabling the Travelers to make 
sales involving about $6,000,000. Social 
security, real estate and other taxes 
added to the expenses of the year.” 

New life insurance on a paid basis 
last year amounted to $773,686,225, as 
compared to $607,917,276 in 1936, and 
brought the total life insurance in force 
up to $4,689,517,899. Premiums received 
on life policies were $113,205,690. 

Other premium receipts of the Trav- 
elers were: accident, $11,260,793; health, 
$4,588,931. 


Large Benefits Paid 


During the year $98,549,579 was paid 
as benefits under various forms of life, 
casualty and fire policies. To distribute 
this sum required the issuance of 1,067,- 
700 checks and drafts. 

During the past eight years the total 
amount paid to policyholders and bene- 
ficiaries has been $840,903,557. This ex- 
ceeds the amount that had been paid 
in the preceding 65 years of the com- 
pany’s history. Since organization of 
the Travelers in 1864 one and two-thirds 
billions of dollars have been paid out as 
policy benefits. 





Contest Reinsurance of the 
Cosmopolitan Old Line 





LINCOLN, NEB.—Reinsurance of 
the Cosmopolitan Old Line Life by the 
Lincoln Liberty Life is being contested 
by the Pathfinder Mutual Life and sev- 
eral groups of thrift certificate holders 
are threatening to continue the litiga- 
tion. Judge Chappell, in awarding the 
reinsurance, said a Nebraska company 
was selected because it was easily ac- 
cessible to the court and insurance 
director, but the main purpose of the 
reinsurance is to protect the interests of 
thrift certificate holders. 

The Cosmopolitan Old Line Life had 
admitted assets of $3,071,000, which does 
not include a $200,000 judgment against 
former President Matthews. There is 
$1,000,000 ordinary life insurance in 
force and $2,500,000 in thrift certificates 
held by 8,728 persons. Each of the 
43,522 thrift units carries $15 of life 
coverage for every year in force. Dur- 
ing the 13 months Insurance Director 
Smrha has been in charge of the com- 
pany, $276,502 premiums were collected, 
and $85,000 interest. Death claims and 
matured endowments totaling $41,000 
were paid by him and other expenses 
ran the disbursements to $190,707. 

The Pathfinder Mutual Life and the 
certificate holders base their attack on 
the reinsurance on technicalities regard- 
ing the thrift certificates. Agents of the 
Cosmopolitan claiming $3,000 for unpaid 
commissions and renewals estimated at 
$12,000 were not permitted to intervene 
by the court. Funds will be available 
for the payment of commissions, but it 
is doubtful sufficient provision will be 
made for the payment of renewals. 





Ohio State Life Promotions 


H. C. Fetsch, heretofore actuary and 
assistant secretary of the Ohio State 
Life, has been elected vice-president and 
actuary. H. H. Wright, formerly assist- 
ant secretary and manager of the mort- 
gage loan department, becomes assist- 
ant secretary-treasurer. J. M. Downs, 
attorney in the investment department, 
has also been elected assistant secretary- 
treasurer. 


Three new directors were elected, 


a being A. C. Aigler, Bellevue, O.; 














law of the late F. A. Knapp, who Was 
executive vice-president and a directy 
of the company for more than 25 year, 
Mr. Eberle is president of C. Eber 
Sons Co., Cincinnati. He is vice-preg, 
dent of the Cincinnati Chamber of Con, 
merce. Mr. Sauer is a son of the lay 
J. E. Sauer, a former director of th 
Ohio State Life. He was agency map. 
ager of the company in Dayton 199. 
1932. 

In addition to the usual dividend ¢ 
25 cents, a special dividend of 20 cent 
was declared. 


Federal Life Will Promote 


Program of Expansion 





At the conference of managers of the 
Federal Life at San Diego, Cal., when 
several home office executives were pres. 
ent a definite program of expansion jp 
the field was adopted. President Ham. 
ilton and his associates emphasized the 
fact that the Federal was passing 
through an evolutionary process which 
demands a large scale development oj 
the field force and more attention by 
managers to agency building programs 
with less emphasis on personal produ- 
tion by agency heads. 


Haller Holds Two Offices 


W. D. Haller, secretary of the United 
Life & Accident of Concord, N. H., be. 
comes agency manager as well. The 
position was formerly held by O. T. 
Sullivan, who became a general agent 
for the company in Vermont. Mr. 
Haller, after graduating from Iowa State 
University, was examiner of the Iowa 
insurance department and later its actv- 
ary. For seven years he was an execu- 
tive of the Royal Union Life of Des 
Moines. D. B. Whiting, who has been 
with the company since 1930 and has 
been assistant actuary, becomes actuary, 


Organize Sunset Casualty 

The American Underwriters Corpora- 
tion of Olympia, Wash., holding com- 
pany for the recently-organized Sunset 
Life, has secured a charter for the Sun- 
set Casualty. Officers of the new con- 
pany are the same as those of the Sur- 
set Life. They are W. A. Eastman, 
chairman of the board; J. P. Neal, presi- 
dent; F. J. Englert, vice-president; F. 
M. Burt, secretary; E. W. Scott, treas- 
urer; R. D. Williams, counsel. 


E. S. Westcott Is Promoted 


Edgar S. Westcott has been appointed 
advertising manager of the Bankers Life 
of Lincoln, Neb., and editor of the 
“Broadcaster,” its house organ, succeed- 
ing K. F. Van Sant, who resigned to 
become managing director of the new 
Student Union at the University of Ne- 
braska, which was organized this year. 
Mr. Westcott has been with the Bankers 
Life the last few years. He was for- 
merly a member of the sales promotion 
department of the Standard Oil of Ne- 
braska. 





Allen to California District 


KANSAS CITY MO. —T. E. Allen, 
superintendent of agencies Columbian 
National Life, will resign his post here 
April 1 to take charge of the southern 
California district. Offices will be main- 
tained in the Associated Realty Build- 
ing, Los Angeles. 


Pacific Mutual’s Business 


The Pacific Mutual Life new, business 
last year was $30,662,896, including $1, 
814,340 of reinstatements. The insuf- 
ance in force was $606,336,232. The 
management early last year set $25,000,- 
000 as the objective for new business. 
The insurance has been well distributed 
among the chief general agencies. 


Spaulding Made a Director 


A. T. Spaulding, assistant secretary 
and actuary of the North Carolina Mu 








F. Eberle, 
Sauer, Dayton. 


Cincinnati, and E. A. 
Mr. Aigler is a son-in- 


tual Life, has been elected on the boaré. 
His connection with the company 
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ae 
started in 1919 when he was employed 
in the home office during summer vaca- 
tions. In 1932 he completed his work 
Hat the University of Michigan, major- 
ing in actuarial science. He assumed 
| general supervision of the company’s 
“ actuarial work and the following Janu- 
th ary was made actuary. 





W. L. Reauveau Agency Director 


SAN FRANCISCO — William L. 
> Reauveau, for many years active in life 
‘insurance circles in the Bay area, has 
F been appointed agency director of Ben- 
) jamin Franklin Life, home office in San 
Francisco. Mr. Reauveau is past com- 


Et 





mander of Insurance Post 404, American 
Legion, San Francisco, and is now presi- 
dent of the 91st division of Veterans of 
Foreign wars, East Bay Section. 





COMPANY NOTES 


T. A. Bradshaw, law assistant at the 
home office of the Prevident Mutual Life, 
is promoted to assistant counsel. 

Robert H. Reid, son of Edward E. Reid, 
managing director of the London Life of 
Canada, has been elected a director and 
member of the executive committee of 
the company, succeeding th late Eric 
Reid. 

Judge Shepard Bryan of Atlanta, has 
been made a director of the Jefferson 
Standard Life. 
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LIFE SALES MEETINGS 





ieee 


i, | Regional Meeting at St. Louis 


ich Northwestern Mutual Life Agents 
of : From Central West to Gather—Cleary 
' to Talk 








' <Acentral west regional meeting of the 
' Northwestern Mutual Life agents will 
| be held in St. Louis Feb. 14-15. Sam 
C. Pearson, western Missouri general 
cd agent, originated the meeting last year, 
' and is general chairman of this year’s 
¢ By session. Approximately 300 Northwest- 
. ern Mutual men will attend from Illinois 
it BH (except Chicago), Missouri, Indiana, 
' &® Kentucky, Tennessee, part of Iowa, 
© ® Omaha, Kansas, Oklahoma and Ar- 
4 kansas. 
' President M. J. Cleary will talk at 
' J the luncheon Monday noon, and other 
' home office executives will participate. 
1 ®  # The program follows: 


> & Feb. 14, morning: B. J. Stumm, general 
‘ @ agent, Aurora, Ill., chairman; ‘Purpose 
and Objectives of Meeting,” Mr. Pearson; 
| “Greetings from the Home Office,” Grant 
’ L. Hill, director of agencies; ‘Have I 
' Qualified Myself?” W. R. Chapman, as- 
' sistant director of agencies. 
F Feb, 14, noon: C. H. Poindexter, gen- 
> eral agent, St. Louis, chairman; guest 
_ speakers, E. A. H. Shepley, trustee, and 
Charles Nagel, former trustee, St. Louis. 

Feb. 14, afternoon: Ralph W. Emerson, 
agency supervisor, St. Louis, chairman; 
panel session. Outstanding agents will 
outline plans and ideas they have found 
profitable. Among those participating 
will be E. B. Stinde, St. Louis, leader of 
the company’s “Headliners,” and Emmett 
Cowell, Red Bud, Ill, president of the 
“Marathon Club.” Warren Lundgren, as- 
sistant director of agencies, will preside 
over the district agents’ round table. 

Feb. 14, evening: Banquet, E. A. Crane, 
general agent, Indianapolis, toastmaster; 
“Our Resources for 1938,” Paul Speicher, 
Research & Review. 

Feb. 15, morning: Roy F. Clendenin, 
general agent, Louisville, chairman; 
“Quality Risk Selection,” Dr. D. E. W. 
Wenstrand, medical director; ““Romance 
of Life Insurance,” Grant L. Hill, director 
of agencies. 

Feb. 15, noon: Tom Proctor, general 
agent, Nashville, chairman; ‘Forgotten 
Factors of Underwriting Success,” A. C. 
Palmer, Research & Review. 


v 


= 





Colorado Life’s Meeting 


The annual meeting of managers and 
agents of the Colorado Life was held 
in Denver with 75 leaders from all parts 
of the country present. S. B. Lacy 
President, and W. L. Baldwin, vice-pres- 
ident, presided. 

Other home office speakers were J. M. 

ampbell, chairman of the board; S. A. 
Riesenman, superintendent of agencies; 
A. M, Holtzman, manager accident and 
health department; R. K Dunn, chief 
underwriter, and W. J. McGettigan. 

: At the banquet Mr. Campbell was 
‘oastmaster. Speakers were Commis- 
ad Cochrane of Colorado, R. H. 
Walker, _ general counsel; Dr. C. H. 
; illis, vice-president and medical direc- 
or, and Dr. C. B. Kingry, associate 
medical director. 

10m Fisher, Denver, was leader in 
ife msurance sales and V. S. Crissy, 
Pe Junction, Colo., leader in acci- 
€nt and health sales. 





Acacia Mutual Conference 


Branch Managers and Agency Offi- 
cials Meet in Florida—Large Volume 
Increase Reported 








A conference between branch man- 
agers and associated agency officials of 
the Acacia Mutual Life was held at 
Coral Gables, Fla. President William 
Montgomery presided during the three- 
day session. L. K. Crippen, vice-presi- 
dent and actuary; S. E. Mooers, secre- 
tary; M. Thore, assistant counsel, 
and T. D. Cochran, manager recruiting 
and training section, represented the 
home office. R. C. Suter, Baltimore 
branch; Z. C. Yates, Kansas City branch, 
and S. R. Bowman, Oakland branch, 
spoke. 


Testimonial Campaign 


President Montgomery, at the final 
day’s luncheon, read telegrams from 
branch office cashiers giving results of 
a five-day campaign carried on in each 
branch office as a surprise testimonial 
to absent managers. A total of 280 
applications, amounting to over $825,- 
000, was reported. President Montgom- 
ery also reported that business in Jan- 
uary was the best since 1929. Business 
in force increased approximately $1,800,- 
000, bringing the total in force to over 
$389,000,000. 

The appointment of Burton Lang- 
henry of the home office sales depart- 
ment as agency secretary was announced. 
Mr. Langhenry has been with the com- 
pany nine years, engaged mainly in field 
work. 





Will Entertain Star Producers 


SHREVEPORT, LA. — The Life 
Managers’ Club will entertain star pro- 
ducers of the companies operating in 
Shreveport with a banquet Feb. 5. Car- 
rol C. Day, Pacific Mutual Life, Okla- 
homa City, will be the main speaker. 
Jack Watson, general agent Penn Mu- 
tual Life, is president of the Club and 
Charles Wise, Life of Virginia, is pro- 
gram chairman. 


Annual Sales Congress Held 

LOS ANGELES—The . annual sales 
congress of the Los Angeles agency of 
the Mutual Life of New York, of which 
F. C. Hathaway is manager, held an all 
day session with H. E. Corless, super- 
vising assistant, as chairman. District 
Superintendents Persons of Covina, 
Jennings of San Diego, Jones of Pomona 
and Robertson of Santa Ana talked on 
plans for 1938. L. M. Beckhard, agency 
production leader, outlined effective sell- 
ing methods. 

Mr. Hathaway was toastmaster at the 
banquet. He gave statistics on the 
progress of the company and agency. 








Michigan Agents Meet 

A state meeting of Michigan agents of 
the Wisconsin National Life of Oshkosh 
was held in Lansing Thursday, in charge 
of M. S. Kirkpatrick, superintendent of 
agents for Michigan, in connection with 
a special campaign being carried on this 











35th Annual Statement 


January 1, 1938 





ASSETS 
WEY. Sut Sa sca cwe<ccccudancdecddate $1,718,579.67 
*Federal Land Bank Bonds............ 632,924.40 
Cash in Banks and Office............. 576,887.44 
*Bonds (Miscellaneous) ..........-..+- 512,368.03 
OOM no. be rcednracewuanawssee dake 2,592,480.17 
TGMNNME PORN 6 ccc gcccsnseosesens 653,746.61 
COMUNE TONERS 6 oo ns cc cccasewa dusts 12,200.00 


Agency Balances not Over 90 Days.... 288,992.94 








Bills Receivable Taken for Fire Risks 155,680.60 
Due from Other Companies........... 47,362.24 
Home Office Buildings and Grounds... 42,000.00 
aS ree eee 447,729.73 
Real Estate Sold Under Contract.... 47,665.02 
UO ENON lao acini scccccccece 36,522.28 
Impounded Missouri Premiums....... 30,479.39 
WUISCCMATOOUE  AGGOEE 86 ooo. cs ce cccecccees 1.00 
LIABILITIES ane 
Unearnmed Premiiaime «sc. 65.0 cc ccccecs $2,349,153.24 
Net Losses and Claims Unpaid....... 90,761.32 
Estimated Taxes Hereafter Payable... 150,000.00 1 
Impounded Missouri Premiums....... 30,479.39 
ae A ee 3,917.30 
Contingency; Réserve ..........0cceee- 184,559.77 
Capital ....... sees eee + -$2,000,000.00 
Surplus =. s.s0peVs. cece 2,986,748.50 
Surplus to Policyholders.............. 4,986.748.50 
*Amortized Value $7,795,619.52 


+Market Value 


On Basis of Market Value for all Securities Contingency Reserve would 
be $215,453.92 


$50,000.00 U.S. Treasury Bonds 34% (Registered) 
Due 10/15/1945 Optional 43 (Deposited with Calif. Ins. Dept.) 


$200,000.00 U.S. Treasury Bonds 3%% (Registered) 
Due 10/15/1945 Optional 43 (Deposited with State Treasurer of Texas) 


oe 


Republic Insurance Company 
Dallas, Texas Allied Lines 





Fire 



































IT’S NEVER EASY T0 BUILD ANA gessce 


J 
® Po 
=. 


WITH COMMONWEALTH YOU'LL FIND 
MUCH SMOOTHER SAILING .... 


You'll cut sales resistance to a minimum through our 
close cooperation with you in meeting the problems of 
your client. Meanwhile, the many types of Commonwealth 
policies will extend your influence into ever-widening 
profit circles. 


IT WILL PAY YOU TO INQUIRE ABOUT THE PROFITABLE AGENCY 
OPENINGS NOW AVAILABLE. 


J. Herbert Snyder 
Vice President 
Manager of Agencies 


HOME OFFICE 
LOUISVILLE, KY 


COMMONWEALTH LIFE INSURANCE COMPAN 
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month to honor Vice-president Arthur 
James, whose birthday is Feb. 5. G. A. 
L’Estrange, manager of the accident and 
health department, represented the home 
office. 





Sail for Bermuda 


About 100 members and guests of the 
Columbian National Life “Star Produc- 
ers Club” sailed from New York City 
on the Queen of Bermuda to attend the 
annual conference in Bermuda. Louis 
J. Rosenberg, South Bend, Ind., presi- 
dent and secretary of the club, and the 
Columbian National’s leading personal 
producer during 1937, was unable to 
make the trip on account of ill health. 





its former secretary. Mr. Zimmer 





LIFE AGENCY ‘CHANGES 





Russell Joining Home Office 


Two Los Angeles General Agencies 
of the Pacific Mutual Life Consoli- 
dated Under Paschall and Gist 








LOS ANGELES—Consolidation of 
the home office agency of Pacific Mutua! 
Life with the Paschall-Gist general 
agency here, the combined units repre- 
senting more than $90,000,000 life insur- 


the Russell General Agency as a branch 
office in 1930, joins the home office ex- 
ecutive agency department as manager 
of agency service for all company 
offices.. The Paschall-Gist Agency ‘will 
continue the business of the consolidated 
offices and will be under the manage- 
ment of Jack Paschall and Wooster 
Gist as general agents.’ 

Mr. Russell is nationally prominent in 
the field of life insurance, having served 
for three terms as vice-president of the 
National Association of Life Under- 





Honor Connecticut Mutual 
Leaders at Home Office 


Thirty-three field representatives of 
Connecticut Mutual Life, leaders in re- 
cent nation-wide sales campaign, spent 
two days in Hartford for an inspection 
of the workings of the home office and 
individual conferences with officials and 
department heads. 

The campaign lasted six weeks and 
$25,476,689 of new business was writ- 
ten. This was twice as much business 
as was written during the corresponding 
period in the previous year. 

At a banquet for the field men, talks 
were given by President James Lee 
Loomis, Vice-president Peter M. Fraser, 
Vincent B. Coffin, second vice-president 
and superintendent of agencies, and 
Medical Director Charles B. Piper. G. J. 
Gold, Newark, and W. T. Russell, Balti- 
more, spoke for the field men. 








Assistant Commissioner Resigns 


Warren W. Shaw, assistant commis- 
sioner in Kansas since August, 1935, has 
resigned to enter the private practice 
of law. Robert Osborn of Stockton, 
assistant attorney in the highway depart- 
ment, succeeds him. 


JOHN H. RUSSELL 


$450,000 is announced. 








ance, and accident and health insurance 
involving annual premiums in excess o: 


John Henry Russell, manager of the 
home office agency since it succeeded 








dist ANNUAL REPORT 


Summary 
1936 1937 

NEW INSURANCE ........... $ 56,449,328  $ 60,159,855 

(Including Deferred Annuities) 
INSURANCE IN FORCE...... 532,539,708- 556,535,261 

(Including Deferred Annuities) 
ee ae 143,685,518 154,938,934 
SN Snob ss vond Mee syaws 30,713,813 32,155,456 
POLICY AND ANNUITY 

RU VG oki ccc cicaces ..- 121,407,993 131,371,598 
CONTINGENCY RESERVE 

AND SURPLUS .........: 5,329,173 5,842,928 


Payments to living policyholders in 1937 amounted to $9,139,323; 
to beneficiaries in Death Claims $4,233,219; a total of $13,372,542. 


Established 1887 


‘MANUFACTURERS LIFE 
INSURANCE COMPANY 


HEAD OFFICE . TORONTO, CANADA 


writers, and is at present a member of 
its membership and general agents and 
managers committees. He is a past 
president of the Los Angeles Life Man- 
agers Association, and of the Pacific 
Mutual Agency Association. After his 
graduation from Stanford, Mr. Russeil 
served with the United States navy dur- 
ing the world war, retiring as lieuten- 
ant. He has been associated with Pa- 
cific Mutual for 20 years. 

Mr. Paschall has been associated with 
Pacific Mutual Life since 1909. Mr. 
Gist is a director of the Southern Cali- 
fornia Building & Loan Association and 
has been identified with Pacific Mutual 
for 17 years. 


Former Builders Officials 
Get General Agency 








The Builders Underwriters Agency in 
the Builders building, Chicago, has been 
appointed general agent in Illinois by 
the Service Life and is now in opera- 
tion. A field force of 35 men has been 
built up, consisting largely of former 
agents of the Builders Life, which was 
reinsured by the Service. The princi- 
pals in the Builders Underwriters Agency 
are E. M. Craig, former president of the 
Builders Life, and .R..P., Zimmerman, 


has been continuing under the 4 
surance and liquidation to handle ; 
tails of the Builders Life office. 

A meeting of Builders Life stockh, 
ers was held this week to wind up 
routine details of liquidating the cop 
rate structure. 





Grainger Returns to Houston 


Vincent Grainger, formerly agy 
supervisor for the Northwestern \, 
tional Life and the past year f; 
Worth, Tex., manager of the State R 
serve Life, is returning to Hous 
Tex., his old home, as general agent, 
the Protective Life of Birmingham, 





Bennett Educational Director 


P. A. Bennett, San Antonio, Tex, fy, 
merly with the General American Li 
and more recently with the Southey 
Standard Life of Houston, has been » 
pointed educational director for the Sy 
gpa branch of the Texas Prude 
tial. 





Moore Given State Post 


Joseph Moore, Green Bay, Wis., ma. 
ager of the North American Life ¢ 
Chicago, has been promoted to agent 
director for Wisconsin. He will mais 
tain his present office as resident ma- 
ager at Green Bay but he will travd 
around the state in addition. 





Gilchrist Is Manager 


The American Life of Detroit ha 
appointed Lester H. Gilchrist district 
manager in charge of 26 counties in 
northeastern Iowa with headquarters in 
Mason City. He was with American Life 
from 1921 to 1929, and then was with 
the Cedar Rapids Life until 1936 a 
supervisor. 

M. L. Peterson has been named asso 
ciate- manager for the same territory, 








Son Succeeds Father in Spokane 





J. A. REINHARDT 


J. A. Reinhardt, general agent for the 
Northwestern Mutual Life for western 
Washington and northern Idaho ‘since 
Jan. 1, 1907, with headquarters at Spo- 





kane, Wash., will retire Feb. 28. He 
will be succeeded by his son,. John 
Gray Reinhardt, who has been a special 
agent under his father since Oct. 15, 
1920. 

Before he started writing life insur- 
ance for the Northwestern Mutual at 
The Dalles, Ore., in March, 1890, at the 
age of 25, J. A. Reinhardt, a native of 
Canada, taught in the public schools of 
Ontario. After a short time he went to 
Walla Walla and Dayton, Wash., being 
under contract at that time with S. T. 
Lockwood, general agent at Portland, 














Ore. 





JOHN GRAY REINHARDT 


He moved to Spokane in January, 
1893, and became district agent for the 
territory east of the Columbia rivet. 
After 13 years a district agent, he was 
appointed general agent in 1907. Now, 
after 48 years as agent, district agent 
and general agent in the Pacific north- 
west, Mr. Reinhardt will relinquish the 
strenuous duties of agency management 
to write personal business while enjoy 
ing some of his well earned leisure. 

John Reinhardt has reported over 
$4,000,000 of business, personally wrt 
ten, since becoming an agent in = 
He is 39 years old, a graduate of Wil- 
liams College. He is a past comman te 
of the American Legion. He took hip 
New York University salesmanship 
course. 
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ith headquarters in West Union, Ia. 
N. Hall, formerly leading agent for 
dar Rapids Life, is named division 
manager at Nevada, Ia. 





ame Rehmeyer at Amarillo 

The Equitable Society has opened an 
Mfice at $12 Fisk building, Amarillo, 
Tex., with Clyde Rehmeyer in charge. 





setna Life Fair Exhibit 


The Aetna Life group will be repre- 
Fol cented at the 1939 San Francisco World 
air with an exhibit covering approxi- 
mately 1,000 square feet. Space has 
heen reserved near the entrance to the 
business efficiency building. All four 
companies will be represented, with ex- 
hibits representing the life, casualty, 
surety, fire and marine departments, 
covering more than 90 different lines. 













AGENCY NOTES 





R. E. Roush, general agent for the 
Bankers Life of Nebraska at Custer City, 
Okla, has moved his headquarters to 
Clinton, which offers a wider prospecting 
' field. 

Sidney A. Geise, agency organizer for 
the northwest department of the New 
York Life, with headquarters in Milwau- 
kee, and previously a special agent in 
* the Milwaukee office, has returned to the 
na four milling industry and is with the 
avi King Midas Flour Mills, Minneapolis. 

E. W. Merrill, with the Equitable So- 
‘ciety in Kansas City several years, in- 
cluding a period as unit manager there 
/ and in Columbia, Mo., has resigned to go 
hae With the H. A. Hedges agency of the 
Equitable Life of Iowa. 
in Edwin H. Miller, member of the Quar- 
i. ter Million Dollar Field Club of the Mu- 
a tual Life of New York, Heifetz agency, 
ie left Chicago Feb. 1 to join the Hathaway 
ith agency of the Mutual Life in Los An- 
as geles, 
Jack Osborne has been appointed dis- 
30. trict agent at Richmond, Va., for the 
y,{@ Lincoln National Life, under Ben Simon, 
general agent at Norfolk. 
' B. W. Partridge, Jr., has joined his 
father, B. W. Partridge, Sr., manager of 
» the Tallahassee, Fla., office of the Fed- 
eral Life of Chicago. 
The 19388 Little Gem Life Chart will 
get you more sales this year. 





lowa Commissioner 


Enters New Field Soon 











RAY MURPHY 


Ray Murphy, who has been insurance 
rommissioner in Iowa since 1935 and is 
crmer national commander of the 

oe Legion, will move to New 
‘a about the middle of February to 
pote his new position as assistant 
oe Manager of the Association of 

ne y & Surety Executives. This is 
panies ee ttion of stock casualty com- 
a at engages in legislative work, 
tty activities, etc. 














NeEws OF LIFE ASSOCIATIONS 





Supplement Social Security 





W. T. Earls of Cincinnati Before In- 
dianapolis Association Urges Adding 
Retirement Income 





INDIANAPOLIS—Provision for a 
retirement income to supplement bene- 
fits of the social security act and prac- 
tical information on taxation are two 
types of life underwriting service in 
which the public is particularly inter- 
ested, according to W. T. Earls, New 
England Mutual at Cincinnati, in an ad- 
dress here. Mr. Earls is vice-president 
of the Cincinnati C. L. U. and a mem- 
ber of the Leaders Club of the New 
England Mutual. : 

“It was thought by many the social 
security act would lessen public inter- 
est in various types of personal and cor- 
poration retirement or annuity plans, but 
the reverse has proved the case,” said 
Mr. Earls. “The public is more con- 
scious of the need for a retirement in- 
come plan. Thousands of persons and 
niany corporations are supplementing 
the benefits of social security with pri- 
vate retirement or annuity plans in or- 
der to provide adequate funds for old 
age. 


Public Recognizes Need 


“The public is recognizing the need 
for adequate income in old age particu- 
larly under the modern standards of liv- 
ing, and the saving of a relatively small 
portion of current income for an old age 
fund is the way to security for the aver- 
age employed person. Not only people 
of large means but younger business 
men are vitally interested in taxation. 
The capable life underwriter can be of 
service in providing prompt payment of 
inheritance and estate taxes, in the best 
interests of the estate, heirs, and gov- 
ernment,” he concluded. 





Raines Entertains Speakers 


A. C. Raines, agency director of the 
Dallas division of the Great Southern 
Life, entertained at breakfast in Dallas 
for Bert C. Nelson, Milwaukee; Grant 
Taggart, Cowley, Wyo., and Paul Con- 
way, Albany, N. Y., who were in Dallas 
to speak at the sales congress conducted 
by the Texas Association of Life Under- 
writers. 





Toronto, Can.—A. R. Jaqua, associate 
editor of the “Diamond Life Bulletins,” 
will be the chief speaker at the sales 
congress Feb, 17. 





Youngstown, O0.—Insurance men must 
streamline their methods of operation, 
E. L. Weimer, district agent John Han- 
cock, Marion, O., declared in discussing 
“How Can I Double My Production for 
1938.” 

He recommended that every life under- 
writer streamline his sales talk and put 
it in as few words as possible. 








Chattanooga, Tenn.—Two past presi- 
dents of the Birmingham, Ala., associa- 
tion, E. A. Raughley, general agent 
Provident Life & Accident, and T. J. 
Huey, superintendent Prudential, spoke 
at the January meeting. 

W. C. Thatcher, New York Life, gave 
a current events talk, and E. O. Martin, 
Provident Life & Accident, introduced 
the speakers. 

John A. Witherspoon, John Hancock 
Mutual, Nashville, will speak Feb. 28. 





Cincinnati—E. A. Olson, president of 
the Mutual Trust Life, Chicago, is the 
speaker Feb. 8. The annual tri-state 
sales congress will be held March 10. 








Springfield, Mo.—M. A. Nelson, agency 
manager Equitable Society, St. Louis, a 
past president of the association here, 
spoke on “What May We Expect of Our 
Opportunities in 1938.” A luncheon pre- 
ceded the business meeting which 30 
members and 26 guests attended. Presi- 
dent Roy A. Sullivan presided. J. M. 
Buckner, chairman of the membership 
committee, stated a goal of 75 members 
for the year had been set, 





Fulton at Philadelphia 


President of Home Life Says Need 
Fewer But Better Agents in the 





_PHILADELPHIA~Warning his au- 
dience that the way appeared “greased” 
for the passage of the bank life insur- 
ance act in New York state, James A. 
Fulton, president Home Life of New 
York, told the January luncheon-meet- 
ing of the Philadelphia Association of 
Life Underwriters, that the adoption of 
this plan would force every life insur- 
ance agent in the future to justify his 
very existence. His reference to the 
bank insurance plan was used by Mr. 
Fulton to help illustrate his argument 
that the old dogmas of “if you see 
enough people, you'll sell enough,” and 
“the law of averages will protect even 
the worst of agents” were all wrong. 

Citing a recent survey of a company 
that it required 46 interviews to sell an 
average policy of $2,500, Fulton declared 
“if that is the punishment we are invit- 
ing men who enter the life insurance 
business to take, then we had better 
close up our shutters and go into some- 
thing else.” His theme was that today 
“there should be fewer men, but better 
men.” 

He pointed out that whereas five 
years ago, the primary problem of life 
insurance was the financial one, today 
it was the “maintenance, recruiting and 
building of a sales organization in such 
a way that the agents can capitalize on 
a tremendous good-will life insurance 

aa 

“The bulk of the business sold is not 
sold by strangers to strangers,” Mr. Ful- 
ton remarked, “but by men who have 
established the service they can render.” 

Going on to the theme of the agent 
justifying his existence, the Home Life 
executive contended “there is no justifi- 
cation except through intelligent service 
in having insurance do the most pos- 
sible. The companies have to shape 
their affairs so that their agents will be 
of that type.” 


Oklahoma Sales Congress 
Is Held; Organize State 


OKLAHOMA CITY.—A record at- 
tendance marked the annual sales con- 
gress of the Oklahoma City Association 
of Life Underwriters. Speakers were 
O. Sam Cummings, president National 
association, on “Opportunity and Re- 
sponsibilities”; Grant Taggart, Califor- 
nia Western-States Life, Cowley, Wyo., 
on “Success—a Price to Pay”; Paul 
‘Conway, associate general agent John 
Hancock Mutual Life, Albany, N. Y., 
“Where Do You Stand in the Market 
Place?”; J. M. Gantz, general agent Pa- 
cific Mutual, Cincinnati, “Life Insurance 
Can Be Merchandised,” and Bert C. Nel- 
son, Northwestern Mutual Life, Mil- 
waukee, “Prospecting That Brings More 
and Better Sales.” 

“Middle Class Selling” was discussed 
by R. J. Jackson, John Hancock Mu- 
tual, Little Rock. Robert Garlow, Okla- 
homa City high school student, winner 
of the letter writing contest conducted 
by the association, was presented. 

Initial steps were taken toward organ- 
izing an Oklahoma State Association of 
Life Underwriters. A temporary execu- 
tive committee was named to outline a 
constitution and bylaws and arrange 
other pre-organization details. L. C. 
Mersfelder, Kansas City Life, Oklahoma 
‘City, is temporary. chairman. Other 
members are Homer Jamison, Okla- 
homa City; F. R. Fee, president of the 
Tulsa association, and M. L. Newman 
of Muskogee. The first official act of 
the chairman was to name Bryan L. 
Bowers, Oklahoma City, temporary sec- 
retary-treasurer. 

At present these three are the only 
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Dexter Fellows, press agent 
de luxe, who ballyhooed the “Big 
Top” from coast to coast each 
summer, knew the value of good- 
will. Each Christmas he mailed 
1,000 greeting cards to his news- 
paper friends in city, town and 
hamlet across the map. They 
were his “centers of influence.” 


Alert life insurance sales- 
men spend postage on 
their centers of influ- 
ence, too. 


—sLc— 


Bankerslife of Des Moines is 
no cold-blooded business concern 
to Mrs. Harriett R — — — of 
Seattle, Washington. Rather, 
it's very much a “human” in- 
stitution. Witness Mrs. R——’s 
pre-Christmas letter to the Com- 


“pany: 


“Your monthly checks are 
constant reminders of how 
much I miss my _ blessed 
brother and your prompt cour- 
tesy as the agent of my 
brother's thoughtfulness and 
generosity brings you within 
the circle of those to whom I 
wish to send the season's 
greetings.” 


BANKERS LIFE 
Pram? COMPANY 
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cities of the state in which life under- 
writers associations are functioning, but 
the movement is to be extended to in- 
clude Enid, Ponca City, Shawnee, Ard- 
more, Seminole and other larger towns 
of Oklahoma. 

A banquet was given in the evening 
by the General Agents & Managers 
Club, at which Mr. Cummings spoke on 
the importance of careful and _ intelli- 
gent selection of agents. 


St. Paul—Arthur R. Hustad, associate 
manager of the White & Odell agency of 
the Northwestern National Life, Minne- 
apolis, spoke on “Prospects for 1938.” 





Wheeling, W. Va.—lInaugurating the 
1938 season, ‘Lee Mullen, manager Sun 
Life, Charleston, spoke on “Our Pros- 
pect’s Viewpoint.” The meeting was con- 
ducted by President G. F. Ashenhart and 
Secretary-treasurer J. R. Paisley. An 
essay contest was announced. Mr. Ashen- 
hart will select committees. 


Grand Rapids, Mich.—C. A. Macauley, 
state agent John Hancock Mutual in 
Michigan, urged young men starting in 
the business to go into the field with 
a determination to work hard—and to 
stick at it. He advised managers to 
get rid of agents who will not work, and 
told them that the sooner they cleaned 
their agencies of undesirable agents the 
better off they will be. Mr. Macauley 


is past president of the Detroit associa- 
tion. 





Portland, Ore.—The annual sales con- 
gress will be held March 29. John Ada- 
man is general chairman. It is expected 
that President O. Sam Cummings of the 
National association will be present. 


Boston—The first meeting of the year 
drew more than 300 members for an 
overflow luncheon. F. H. Haviland, vice- 
president Connecticut General in charge 
of agencies, spoke on “Gifts of Selling.” 
G. P. Smith, chairman of the membership 
committee, announced a goal of 1,200 
members for the year and presented cer- 
tificates to offices of the Metropolitan 
and Acacia which have enrolled 100 per- 
cent. Jack Lauer of Cincinnati, chair- 
man of the Million Dollar Round Table, 
will speak at the February meeting and 
O. Sam Cummings, president of the Na- 
tional association, in March, 


Chicagzo—A. R. Jaqua, Cincinnati, as- 
sociate editor “Diamond Life Bulletins.” 
was the chief speaker. President A. E. 
McKeough, Penn Mutual, introduced Miss 
Joan W. Augustus of Chicago who is 
winner of the national letter writing con- 
test last year. A number of ex-presi- 
dents were present and were seated at 
the head table, they being E. C. Platter, 
Massachusetts Mutual; B. C. Howes, 
Berkshire; Harry T. Wright, Equitable 





Society; Roy L. Davis, assistant insur- 
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CALIFORNIA 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


532 Market Street 437 S. Hill Street 
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DIST. OF COLUMBIA 


Specialty, Income Taxes of Insurance 
ompanies 


WILLIAM W. CHAMBREAU 
Consultng Actuary and Tax Consultant 
Organization, Management, Tax Service 
Investment Bldg., Washington, D. C. 


























ILLINOIS 


HARLEY N. BRUCE 


Consulting Actuary 
Insurance Center Building 
338 So. Wells Street 
Chicago, Illinois 
Wabash 5810 




















DONALD F. CAMPBELL 


Consulting Actuary 
160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 














INDIANA 


Haight, Davis & Haight, Inc. 
Consulting Actuaries 





FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








HARRY C. MARVIN 
Consulting Actuary 
8th Floor Peoples Bank Building 
INDIANAPOLIS, INDIANA 


























T. C. RAFFERTY 
Consulting Actuary 
Actuarial, Agency and 
Management Problems 


*15 Olive St. St. Louis, Mo. 
Tel. Chestnut 1437 




















NEW YORK 


MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
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CONOVER & GREEN 


Consulting Actuarse: 
Auditors & Accountants 


120 South LaSalle Street 
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FACKLER & COMPANY 
Consulting Actuaries 


Edward B. Fackler Robert D. Holran 
8 West 40th Street New York City 
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HARRY S. TRESSEL 


Certified Public Accountant and 


Actuary 
10 S. La Salle St., Chicago 
Associates 
Franklin 4020 
















FRANK M. SPEAKMAN 
~ ‘CONSULTING ACTUARY 
’ Associates 
Fred E. Swartz, C. P. A. 
E. P. Higgins 


ance director of Illinois; C. F. Axelson, 
Northwestern Mutual; J. R. Hastie, Mu- 
tual Life, and Frederick Bruchholz, New 
York Life. There were introduced as 
guests Asst. Secretary A. E. N. Gray and 
Home Office Supervisor Sayre MacLeod, 
Prudential; Manager James Klapp, Pru- 
dential, Des Moines, Glenn A. McTaggert, 
manager Denver; Henry Becker, agency 
superintendent Great West Life, Winni- 
peg; H. J. Garretson, agency manager 
Fidelity Mutual. 





Sioux City, Ia.—A skit by Roy Schwarz- 
man, and three associates of the Equi- 
table of New York was followed by an 
address by J. S. Woodson, associate edi- 
tor of the “Journal,” who talked on 
“Mental Attitude.” 


Harrisburg, Pa.—Prof. C. L. Swift of 
Dickinson College spoke on ‘Successes 
I Have Known.” He analyzed the char- 
acteristics which have made prominent 
persons successful and the methods they 
employed to raise themselves above the 
average level. 


North Dakota—Carl A. Peterson, super- 
visor of agencies Northwestern National 
Life, talked on “What’s Ahead for 1938” 
at the January meeting in Fargo. 





Chicago—The committee on life insur- 
ance and trust round table met and 
agreed on a basis for cooperation be- 
tween agents and trust company officials. 
F. G. Bray, New England Mutual, was 
chairman. A tentative program will be 


presented the general agents and many 
gers’ division at a luncheon meg 
Feb. 3. y 

Among trust company. officials atten 
ing were: Don Cameron, second jig 
president Continental Illinois bank; 4, 
thur Evans, vice-president American % 
tional Bank & Trust; Paul Pullen, ¢y; 
cago Title & Trust; Samuel Marsh, fin, 
National; Roy Thomas, assistant ty 
officer, City National Bank & Trust; Ly, 
Lloyd, vice-president Harris Trust & g,,. 
ings; H. H. Page, second vice-preside, 
Northern Trust. : 


sylvania through racketeering Practicy 
in the insurance business, according 4, 
Commissioner Hunt, in addressing ty 
association. 

“These racketeers,” he declared, “js, 
ally have headquarters in distant staty 
and work through the mail or agents: 
As a result of convictions in all par 
of the state, these practices have bey 
greatly restricted. Some of these cop. 
panies, Hunt added, are trying to cap. 
talize on publicity given to group hy 
pitalization plans, 


California—Caravan meetings will ) 
held at Santa Ana on Feb. 8 and Sy 
Diego on Feb. 9. President A. A. Dewy 
of the Los Angeles association, Presiden 
Kellogg Van Winkle of the nation 
Cc. L. U. chapter and President J, 4 
Cowles of the California association, 
Louis Arty, Ron Steever, Harry Keeling 





and John W. Yates will talk. 








INDUSTRIAL FIELD NEWS 





Promotions by John Hancock 





Nathan Cohen’s Shift from Manager 
of Chicago 7 to New District in 
Brooklyn Brings Changes 





A new district office is established 
in Brooklyn by the John Hancock 
Mutual. Nathan Cohen, formerly man- 
ager of the Chicago 7 agency, has been 
appointed manager of the new office 
which will be known as Brooklyn 8. 
Mr. Cohen has been with the John Han- 
cock since 1924, when he became an 
agent at Providence, R. I. He was pro- 
moted to manager of Chicago 2 in 1929 
and has been manager at ‘Chicago 7 since 
July, 1933. 

John M. Caffrey, formerly assistant 
manager at Dayton, O., will succeed Mr. 
Cohen at Chicago 7. Mr. Caffrey, who 
entered the service of the company in 
February, 1928, as an agent at Cleve- 
land 2, has been an assistant manager 
at Dayton since December, 1928. 

To succeed the late P. M. Woods as 
manager at Brooklyn, Jacob Horowitz 
is transferred from Hackensack, N. J., 
where he has been manager since 1930. 
Mr. Horowitz’ service with the company 
dates back to 1921, when he became an 
agent at New York 1. He was pro- 
moted to an assistant manager at that 
office five years later. 

B. J. O’Donnell, now district super- 
visor at Brooklyn 1, will succeed Mr. 
Horowitz at Hackensack. Mr. O’Don- 
nell’s entire service has been spent in 
the Brooklyn 1 office, where he became 
an agent in 1926. He was promoted to 
an assistant manager in 1930 and has 
been agency supervisor since 1935. 

George A. Hild becomes district man- 
ager for the John Hancock at St. Louis 
1. Since 1928, he has been an assistant 
district manager at the Detroit 2 office. 


A. F. of L., C. 1..0. Unions 
Are Active in Seattle 


SEATTLE—The American Federa- 
tion of Labor and the C. I. O. have 
come to grips in attempts to unionize 
several branch of insurance in Seattle. 
The A. F. of L. has granted a local 
charter to the Insurance, Investment & 
Securities Agents Union, which is at- 
tempting to organize one union for both 
agents and solicitors. The local would 


have separate subdivisions for agents 
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che mere cate 


and solicitors, its organizers state. All 





lines of insurance would be included 
The C. I. O. is attempting to organiz 
industrial life agents and insurance of 
fice workers in all lines into one union, 
Lea Allen, San Francisco, regional ¢i- 
rector for the C. I. O.’s Professional & 
Office Workers Union, was in Seattle 
and held a _ preliminary organization 
meeting. About 50 attended, mostly 
John Hancock Mutual Life industrial 
agents. Attempts are being made to in 
terest industrial agents of the Metro- 
politan and Prudential. The union is 
the same C. J. O. organization working 
among industrial agents in the East. 

Insurance office workers are likewise 
being contacted by the A. F. of L. 0f- 
fice Workers Union, in which it is 
planned to have a separate subdivision 
for insurance. James Barr is the A. F. 
of L. representative in Seattle for the 
office workers group and is cooperating 
with the new A. F. of L. Insurance, In- 
vestment & Securities Agents Union. F. 
H. Stewart, Seattle local agent, and Jack 
Campbell, former agent and field mat, 
are active as organizers for the agents 
union. 


Use Auto License Plates 


No idle stunt was the idea of five 
members of the John Hancock’s River- 
head, N. Y. agency, who had their 1938 
auto license plates issued to correspond 
to the numbers of their respective 
debits. The records show that each 0 
the men using this unique means 0 
identification had a very fine all-around 
record for 1937 and got off to a good 
head start for 1938. 


Twins Get Early Insurance 


Lawrence M. Brasseur and LeRoy H. 
Brausseur, Chicago’s first twins born it 
1938, are the proud owners of 20-year 
endowment policies, written by H. Lee 
Jarm and Agent L. Rosendahl of the 
Chicago No. 1 agency of the John Har- 
cock Mutual Life. 


What Disbursements Comprised 


The question has been raised about 
the estimate made by D. B. Flynn that 
$2,783,000,000 was the combined dis- 
bursements of life, casualty and fire com: 
panies in the United States last yea 
Mr. Flynn is vice-president and actuary 
of the Travelers. = fg 

The Travelers points out that this 18 
ure included all death benefits and suf- 
render values made to life insurance ol 
icyholders, but did not include. red 
loaned to policyholders nor dividends 
paid to policyholders. 


Altoona, Pa.—Approximately $10,007 
000 a year was lost to residents of Pen. he 
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Cf App-a- Week From the Start 





A. R. Russell, 22, Stranger in Nw. ¥u 
Hasn’t Missed Since He Went Into 


Field in September 





» Albert R. Russell of the Faser agency 
«Bot the Penn Mutual Life in New York 
‘eCity has the distinction of having writ- 
% ten at least one application every week 
7 since he started in the field the middle 
of last September. Mr. Russell’s rec- 
J ord is additionally notable for the fact 





tly ALBERT R. RUSSELL 


in that he is only 22 years old, that his 
'0- connection with the Faser agency was 
18 his first job after graduating from the 
' University of Mississippi and that his 

_ only preparation for selling was the 
agency's regular two-week training 
course. What makes his achievement 
particularly unusual is the fact that 
with the exception of his general agent, 
Henry Minor Faser, Jr.. Mr. Russell 
knew practically no one when he ar- 
rived in New York City. In fact, he 
had visited the city only once, which 
was on a three-day trip when Mr. Faser 
© talked to him about joining his agency. 
Right at the beginning Mr. Russell 
set the app-a-week goal for himself. 
_ The result has been that though few 
| of his policies have been very large, the 
» | ‘umber of cases has produced an excel- 
lent volume for a man so new in the 


7 
5 
Et 
Fe 
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3 f business. It should also be noted that 
dF Practically all of his policies are of the 
¢ f ‘ctirement income form combining life 


f — ‘Msurance and retirement values, carry- 
~¢ — ga relatively high premium per $1,000 
4 of face amount. 
if Mr. Russell, who is 22 years old, 
» works among men of his own age group, 
most of them recent college graduates. 
He has been exceptionally successful in 
selling his business so soundly that 
many of his clients not only willingly 
give him references but actively work 
among their friends seeking prospects 
for him. 

In spite of being a newcomer to New 
York City, Mr. Russell has never had 
rd trouble with prospecting. Though 
Mr, aser, aware of the trouble a 
stranger in the metropolis might have, 
offered to help out with leads if they 
Were needed, Mr. Russell has never re- 
— to these. In addition to his flair 
or Prospecting, he has shown much 
ability in taking care of all the insurance 
rata of his clients that they can af- 
— in their present financial status. As 
‘aan on it is logical to suppose 
pe usiness from these clients will ex- 
seal their insurance needs and their 
nancial ability to protect those needs 
Increase, 


Mr. Russell was an outstanding stu- 
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VIEWED FROM NEw YORK 


By R. B. MITCHELL 





dent at the University of Mississippi 
both in scholarship and extracurricular 
activities. He was editor of the uni- 
versity’s newspaper’ when it received 
the award of the best college paper 
in the south and for three years he was 
the university’s ace debater. He was 
elected to the “Hall of Fame” the high- 
est honor any student can achieve and 
to which election is entirely non-political. 





W. L. Meissel Leads Entire 
Massachusetts Mutual Field 


William L. Meisell has just been 
awarded a certificate showing that he 
led the entire field force of the Massa- 
chusetts Mutual Life with a total pro- 
duction of $1,719,000 for 1937. His to- 
tal production was close to $5,000,000 
but much of it had to be placed with 
other companies. 

Even more sensational than leading 
his company—he had done that in 1935 
with only eight months’ work—was his 
running over to England on the S. S. 
Queen Mary, taking with him a client 
who wanted to diversify his insurance 
holdings. Mr. Meissel sold him a §$1,- 
250,000 policy in an English life com- 
pany and was back in the United States 
19 days after sailing from New York. 

Mr. Meissel has long been a consist- 
ently large producer. He always makes 
sure that a prospect has the money to 
pay for the insurance contemplated. 
His theory is that nearly every busiriess 
man has a need for business life insur- 
ance, in which he specializes. The im- 
portant thing is having the money to 
pay for it. 

His first contact with the life insur- 
ance business was as a center of in- 
fluence. He considers that Harold Re- 
genstein, now of the Keane agency of 
the Massachusetts Mutual, New York 
City, did much to influence him favor- 
ably towards life insurance. Mr. Meisell 
joined the former L. A. Cerf, Sr., agency 
of the Mutual Benefit Life in New York 
City, from which office so many other 
distinguished alumni have graduated. 
He went to the Massachusetts Mutual 
in 1925 and in 1928 he went into part- 
nership with E. T. Wells and P. A. 
Peyser, as general agents of the Na- 
tional Life of Vermont. He left the 
general agency work after three years 
but continued as an agent of the Na- 
tional Life until April, 1935, when he 
returned to the Massachusetts Mutual 
His production from April to the end 
of the year was sufficient to make him 
the company’s leading producer for that 
year, 

Mr. Meissel gives much credit to L. 
E. Simon, his general agent. 

“He is responsible for increasing my 
production at least 50 percent,” he says. 

The Simon agency led all agencies of 
the company. It numbers the runner-up 
as well as the top agent. Daniel Aus- 
lander took second place with $1,087,- 
000 for the year. It also has the com- 
pany’s leading woman agent, Mrs. Edna 
G. Duschnes. 








Curtin’s Work Enlarged 


James T. Curtin, resident manager in 
New York for THE NATIONAL UNDER- 
WRITER since 1934, has been placed in 
charge of sales to life offices for that 
territory as well as ‘fire and casualty. 
He succeeds W. A. Spiker, who recently 
resigned to join the Osborne Bethea 
agency of the Penn Mutual Life in New 
York City. 

Mr. Curtin started with THE NATIONAL 
UNDERWRITER aS a_ specialist on the 
“Fire, Casualty & Surety Bulletins,” the 
loose-leaf educational and _ reference 
service, and soon rolled up a remark- 
able record. He sold a number of group 
orders. One large company now uses 
138 sets of the “F. C. & S. Bulletins.” 

As a young man Mr. Curtin won con- 





siderable renown as a sprint swimmer. 
He was on Columbia University’s 
championship swimming team when he 
was a freshman and later swam on New 
York Athletic Club teams. From the 
time he left school until 1934 he was 
employed by the National City Bank 
and by Wall street brokerage houses 
and accounting firms. : . 

Though continuing to specialize in 
the fire and casualty field, Mr. Curtin 
sold THE NATIONAL UNDERWRITER’S pub- 
lications and services to life offices, par- 
ticularly in New Jersey, and during the 
1937 Diamond Life Bulletins contest 
finished among the leaders. | Conse- 
quently, he is thoroughly familiar with 
all of the company’s lines and has 
already made an excellent showing in 
taking over the New York City life 
territory. 


Wittmer Assistant Manager 


Ed Wittmer has been appointed an as- 
sistant manager of the Andrew Kako- 
yanis agency in New York City. His 
work will be to recruit new agents. Mr. 
Wittmer will be recalled as a Princeton 
football halfback, and the first Prince- 
tonian to win nine major letters for play- 
ing varsity football, basketball and base- 
ball for three years. He is now a mem- 
ber of the executive committee of the 
Touchdown Club and is also a member 
of the New York World’s Fair Commit- 
tee of the Y. M. C. A. 

Mr. Wittmer got his training in the 
life insurance field under J. Elliott Hall 
and, for the past five years, has been a 
broker. 








Fraser Agency’s Figures 

Paid business of the Fraser agency of 
the Connecticut Mutual Life in New 
York City for January was $1,389,696. 





Managers Annual Meeting 

Gerald E. Eubank, manager Pruden- 
tial, was installed as president of the 
New York City Life Managers Associa- 





tion at its annual meeting. Other offic- 
ers installed were Osborne Bethea, Penn 
Mutual, vice-president, and Sam P. Da- 
vis, Phoenix Mutual, secretary-treasurer. 
There was informal discussion of vari- 
ous problems affecting the business. 





Recht & Kutcher Resolutions 


The agents of the Recht & Kutcher 
general agency of the Northwestern Mu- 
tual Life in New York City adopted a 
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RAISING 
RENEWAL RATIOS 


Protective Life Agents are constantly reminded of 
the value of their renewals. In addition to the remind- 
ers, however, the following methods are being used suc- 
cessfully to help raise renewal ratios: 


1. High second year renewal commission. 


2. Renewal ratio bonus of from $1.00 to 


3. A conservation requirement in Honor Club and 
Annual Convention Trip rules. 


Higher renewal ratios is only one of several objectives 
Protective Life constantly keeps before its agency force. 
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set of resolutions which are unique and 
will tend to react favorably on the mor- 
ale of those who participated. They 
are as follows: 


Whereas, we have an abiding faith in 
the fundamental promise of America, 

Whereas, we have a profound respect 
for the vital importance to the American 
social and economic scheme, of the prod- 
uct and of the service we distribute, 

Whereas, we unalterably believe that 
the preservation of a mental attitude 
radiating cheerfulness and confidence is 
indispensable to the proper and profitable 
conduct of our business, 

Whereas, we hold the expression of 
doubt, fear, dire prophecy and black fore- 


boding and the mien of the beaten dog, 
to be subversive and destructive of the 
general morale and, as such, intolera- 
ble— 

Resolved, that if ever and whenever 
we encounter among our number any 
dark croaker, any calamitous prophet of 
doom, and/or any alibi-artist, it shall be 
and it is the solemn and bounden duty 
of each and all of us, severally and col- 
lectively, promptly and without cere- 
mony, to turn upon the said croaker, 
prophet and/or alibi-artist the deafened 


ear and the cold shoulder, knowing that 
he will soon realize the futility of his 
imaginings and abandon them for a hap- 
pier attitude and clearer thinking to the 
definite advantage of all of us. 





Myrick Agency Figures 

The J. S. Myrick agency of the Mu- 
tual Life of New York in New York 
City paid for $1,859,848 in January as 





against $2,979,959. 
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For You— 


General Mutual’s new “Life 
Insurance Schedule and Estate 
Program” is a powerful help 
in selling. 

For Prospects 
This same form is a welcome 


foundation for a planned life 
insurance program. 


Better get the facts ... 


wile-T4E GENERAL 
MUTUAL 


LIFE INSURANCE Co, 
VAN WERT, OHIO 
Cc. M. PURMORT, President 
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WOMEN AGENTS TO MEET 


The Chicago women’s division of the 
Chicago Life Underwriters Association 
will have a meeting in the Ivy room, 
Mandel Bros. store at a_ luncheon, 
Feb. 8. 


BUSINESS GETTER SALES CLINIC 


The business-getter sales clinic of the 
Chicago Life Underwriters Association 
will be held Feb. 9. Those taking part 
will be Lewis Degen, Hastie Agency, 
Mutual Life; W. N. Hiller, Stumes & 
Loeb, Penn Mutual; V. N. Sieving, 
Henderson Agency, Pacific Mutual; A. 
S. Ingersoll, Mutual Benefit, D. R. 
Wright, Zischke Agency, Union Cen- 
tral; S. S. Eckstone, Budinger Agency, 
Franklin Life; W. H. Siegmund, Zim- 
merman Agency, Connecticut Mutual, 
John Morrell, Lustgarten Agency, 
Equitable Society. 








PRUDENTIAL MANAGERS MEET 


Managers of the Prudential’s ordinary 
department in the middle west and far 
western states gathered in Chicago for 
a one-day western regional meeting to 
confer with home office officials. These 
were: A. E. N. Gray, assistant secre- 
tary, and Sayre MacLead, Jr., super- 
visor of western agencies. Production 
plans for 1938, such as recruiting, train- 
ing, etc., were discussed. Some 16 man- 
agers attended. A. Van Goldman, Chi- 
cago ordinary manager, and W. S. Ful- 
ler, Chicago, northern Illinois ordinary 
manager, handled arrangements. After 
the meeting Mr. Gray returned to the 
home office and Mr. MacLeod went to 
Milwaukee to confer with the staff there, 
then planned to stop at St. Paul, Min- 
neapolis, Des Moines, and return to 
Chicago for a day or more before jour- 
neying to the Pacific Coast. His terri- 
tory takes in the entire northwestern 
half of the United States. 


COOK AGENCY FORGES AHEAD 


The Paul W. Cook agency of the Mu- 
tual Benefit Life in Chicago during its 
five months of operation in 1937 ex- 














“I'M NOT 
TRA men 


RICH... 





@ “Maybe I'll travel... maybe I'll just ta-- 

In any event, when sixty cand’ 

birthday cake, I'll say e~- 

worries for the’ Above reproduction is one of 





= with - 


Tollica’s newspaper ads. 





Are You > 
The Man = 


You will be interested in learning 
about our special plan to assist 
you in building a successful Gen- 
eral Agency. 
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If you are building for the future 
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ceeded $2,000,000 in paid for business. 
Mr. Cook himself was second for the 
company in the whole country, having 
personally paid for more than $1,300,000. 
In addition to managing the agency and 
producing the business he gave a num- 
ber of talks before life insurance groups 
and was a speaker at the National Life 
Underwriters Convention in August. 
During January he attended the Mutual 
Benefit training school at Newark and 
then went to the general agents meeting. 

Fred H. Morris of the Cook agency 
led all the Chicago agents last year, ex- 
clusive of General Agent Cook. Alec 
Kollenberg of the Cook agency was No. 
3 of the Chicago leaders. 





AGENCY NEWS 


Honor Embry at Kansas City 


The Equitable Society agency at Kan- 
sas City will honor Manager A. M. Em- 
bry, with a campaign Jan. 31 to March 
5. This is his 14th year as agency 
manager, his 27th year in the service of 
the Equitable, and his 55th birthday an- 
niversary. Fred G. Holderman, Jr., is 
managing the campaign. 








Pennock Heads Paret Agency 


At the annual meeting of the agency 
association of the Louis F. Paret agen- 
cies for the Provident Mutual Life, 
Roger Pennock, was elected president; 
Theodore Widing, vice-president; Alice 
Roche, secretary, and Mason McNeill, 
treasurer. 

Mr. Paret is celebrating his 46th year 
with the Provident Mutual Life. He is 
general agent for southern New Jersey 
with headquarters in Camden, and also 
is general agent for Philadelphia. 





White Agency Holds Congress 

NEWARK “The Readjustment 
Plan” of the John Hancock Mutual Life 
was explained at the one-day sales 
congress of the William A. White 
Agency. Allen Kline, of the home of- 
fice agency department, spoke. J. Bruce 
MacWhinney, associate general agent, 
outlined agency plans. The quota for 
1938 will be 15 percent higher. Ned C. 
Litwack, leading producer of the agency, 
was toastmaster at the dinner. 

The agency made a substantial gain 
in paid business in 1937 and exceeded 
its home office quota by $200,000. 





Indiana Agency Meet 

The Indiana state agency of the Mid- 
land Mutual Life held its annual meet- 
ing in Indianapolis. James R. Mayfield, 
state agent, presided and about 50 were 
present. The home office was repre- 
sented by President George W. Stein- 
man, Agency Manager J. A. Hawkins 
and R. S. Moore, assistant manager. 





T. A. “Alec” East, former manager 
Oakland office California- Western 
States Life, committed suicide at his 
home in Berkeley, Calif. Monday night. 
He entered life insurance 24 years ago as 
secretary to the late H. J. Saunders, 
president Western States Life. Later he 
became agency supervisor and upon 
merger with the California State Life he 
was made manager at Fresno. Follow- 











ing an outstanding record there he was 
transferred to Oakland about a year ago. 





Pacific Mutual Life 
Top Man for Last Year 








J. E. CAPPS, Norfolk, Va, 


. E. Capps of Norfolk, Va. wo 
leadership of Pacific Mutual Life natiop. 
wide sales organization. 

Mr. Capps, associated with the J. £ 


more policies on more people for , 
greater total amount than any other fi. 
cific Mutual man in 1937. This name 
him president for the ensuing year of 
the honorary Big Tree Club of stella 
representatives. 

Mr. Capps, who has been with the 
Garland Agency 21 years, has had a 
interesting background of education ani 
experience. He holds an A.B. degre 
from William & Mary College, an MA. 
from ‘Columbia, is a member of severd 
honorary scholastic fraternities and is 
qualified as a CLU. 

In spite of his busy professional life, 


civic activities. He is prominent in 
Shrine and church work, has served five 
years as president of the Norfolk Forum, 
is past president of the Norfolk-Ports- 
mouth Life Underwriters Association, 
and is a director of the Y. M. C. A, 
Association of Commerce and General 
Hospital in Norfolk. 





M. E. Singleton’s Insurance 
Ran to a Large Amount 


ST. LOUIS.—Life insurance aggte- 
gating upwards of $1,000,000 was cat- 
ried by M. E. Singleton, financer and 
former president of the old Missouri 
State Life, who died in New York City 
last week. Estimates of his personal 
insurance ranged from $930,000 to $1; 
250,000. The General American Life 
was the beneficiary under policies to 
taling $500,000 which were carried for 
the old Missouri State Life account. 
This policy was taken out when Mr. 
Singleton was president. 

When the General American took 
over the Missouri State assets this - 
surance was continued. The General 
American Life has been carrying the 
cash value as an asset of the Missoutl 
State Life account. As of Dec. 31, 1937, 
the assets value was listed at approx! 
mately $180,000. The extra $320,000 
made available through Mr. Singletons 
death will be used when the time comes 
to make another reduction in the liens 
against certain of the Missouri State 
Life policies. 

Other policies carried for the benefit 
of the ten members of his family 
amounted to upwards of $430,000 and 1 
addition he carried other life insurance 
to cover inheritance taxes and the ex 
penses of administering his vast estate. 
Some estimates of his life insurance 
were as high as $1,250,000 in addition 1 
the $500,000 carried for the Missout 
State Life account. 
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LEGAL RESERVE: FRATERNALS 





Sectional Programs Ready 





Several Outside Speakers Scheduled 
at Chicago Session of N. F. C. Feb. 


> 21-22 





A number of outside speakers have 
heen secured for the mid-winter meet- 
“ng of the Secretaries Section of the Na- 
Vional Fraternal Congress to be held in 
Mchicago Feb. 21. The morning session 
“Avill convene at 10 o'clock. There will 
Whe an address on social security records 
Sand punch cards by Saul Maxwell, rep- 
“resentative of the International Business 
"Machines Corporation, followed by read- 
ing of a paper on use of punch cards 
by R. A. Anderson, resident actuary, 
PRoyal Neighbors. ; ; 
© The afternoon session ‘will convene 
Pat 2 o'clock. A paper on inspection re- 
Forts will be read by F. D. Meacham, 
Fyrepresentative of the Hooper-Holmes 
"Bureau, followed by a round table dis- 
cussion, Erna M. Barthel, recorder 











Secretaries Section. The other officers 
are: Vice-president, H. M. Hauck, sec- 
retary A. O. U. W. of Minnesota; sec- 
retary-treasurer, Anna E. Phelan, secre- 
Ftary Women’s Catholic Order of For- 
The executive committee in- 


"and vice-president N. F. C.; Mamie 
"Long, secretary Woodmen Circle; 
’ Bertha McEntee, recorder Ladies Cath- 
© olic Benevolent Association. 


é Speakers Before Lawyers 


> The program for the ‘Chicago meeting 
' of the Fraternal Society Law Associa- 
"tion, Feb. 21-22, has been amplified, 
> Richard F. Allen, Topeka, Kan., the sec- 
retary, announced. 
" J. G. Bowes, Des Moines, will pre- 
" sent a paper on “Some Legal Effects 
| Resulting from Transforming Fraternal 
" Beneficiary Societies into Old Line Life 

' Insurance Companies.” Russell H. Mat- 
thais, Chicago, will submit a paper on 
- “Subsequent Amendments to the By- 
_ Laws of a Fraternal Society as Affecting 
' Its Open Contract.” The addition of 

' these speakers completes the program. 


Press Section to Meet 


Mrs. Dora Alexander Talley, N. F. C. 
president, will address the annual meet- 
ing of the Press Section, starting at 
' 9a.m., Feb. 21, on “The General Idea 
| of the Fraternal Day Celebration.” Mrs. 
© Jeanie Willard, president of the section 
and vice-president of the Woodmen 


stays 
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‘| Progress! 
i INSURANCE IN FORCE 
5 1918 + $676,500 

; 1920 - $2,193,500 

1922 - $3,676,500 

1924 - $5,310,500 
1926 - $14,898,265 
1928 - $26,370,826 


1930 - $37,675,188 
1933 - $42,568,441 


ote - $59,372,839 


(As of Sept. 30, 1937) 


Actual to Expected Mortality in 1936 was 33.44% 
Net Rate of Interest Earned 4.41% 
SOLVENCY RATIO—109.46% 
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Circle, Omaha, which is headed by Mrs. 
Talley, will preside. 

Mrs. Mary Baird, president ‘Canadian 
Fraternal Congress, will present greet- 
ings from that body. At 10 a. m. the 
regular business session will be held. 

Subjects to be discussed and speakers 
are: James L. Wilmeth, “How the Edi- 
tors Can Help with Fraternal Week”; 
H. L. Rosenblum, “How the Editors 
May Help the Field Worker”; James 
Daley, “Safety Day Observance”; Mrs. 
Clara Bender, vice-president Degree of 
Honor, “Building Reader Interest in 
Fraternal Magazines;”’ Mrs. Elizabeth 
Mehan, editor “Woman’s Catholic For- 
ester,” on “Improvement in Fraternal 
Magazines”; Mrs. Vivian Watkins, vice- 
president of the section, and Robert Mc- 
Cain, past-president, will speak on sub- 
jects to be announced later. 

Discussion in the meeting of the State 
Congresses Section of the N. F. C. in 
Chicago Feb. 21-22 largely will hinge 
around an amendment in the ways and 
means committee of the House of Con- 
gress in reference to exception of fra- 
ternal societies from taxation. Presi- 
dent George W. Baumann of the section 
will submit a report on this amendment. 
In connection with it he will list 25 
members of the committee in various 
parts of the country, and is to recom- 
mend that members of state fraternal 
congresses contact their congressmen on 
this committee in regard to the amend- 
ment. 

Mr. Baumann reports there is much 
agitation not only among members of 
the N. F. C. but of the Odd Fellows, 
Improved Order of Red ‘Men and 
kindred societies that are not affiliated 
with the N. F. C. for an amendment to 
the social security act, and they have 
appointed a committee to work along 
this line. 


Legislative Activities 


Other subjects to come up are legis- 
lation pending in various state legisla- 
tures and an effort to disclose what is 
being done sectionally to secure proper 
legislation and defeat such as is inimical 
to the societies. 

“We will then be able to arrive as 
to the activities of the various state con- 
gresses and what is being done on these 
matters,” President Baumann states in 
outlining the work which the state con- 
gresses’ section will take up at Chicago. 
In the past state congress work has not 
been so well correlated as it might have 
been. The state congresses’ section was 
formed some years ago for the purpose 
of coordinating sectional activities and 
putting the strength of all fraternalism 
behind constructive effort. 

There will be no formal program at 
the Chicago meeting, Mr. Baumann 
stated. It will consist largely of dis- 
cussions of various important matters 
and reports from the sections. 

Other officers of the section are: Vice- 
president, Franklin Rubrecht; secretary- 
treasurer, H. Bruce Meixel. The execu- 
tive committee includes L. V. Long- 
botham, North Dakota; Martin H. Mil- 
ler, Indiana; Alda Ortwine, Michigan; 
Lena Alexander, Shugart, Texas, and 
(Mary Underwood Masco, West Virginia. 


Should Cover Liabilities 


MANITOWOC, WIS.—Speaking at 
a joint meeting of Knights of Columbus 
lodges of Manitowoc and Two Rivers, 

T. Sullivan, Kaukauna, chairman 
K. C. insurance committee, declared it 
is sound economic philosophy for every 
man to carry enough life insurance at 
least to take care of his liabilities and 
not burden his survivors with his debts. 
Fraternal insurance has merit, he said, 
as is indicated by the millions of policy- 
holders in such groups throughout the 
country. 


Report on St. Vito Fraternal Aid 


The Illinois department has made a 
report of the examination of St. Vito 








Fraternal Aid as of June 30. This is an 
Italian fraternal located at 772 West 
Taylor street, Chicago. Its assets are 
$41,116, certificate reserves $100,576, to- 
tal liabilities $102,705, ratio of solvency 
22.86. The department states that the 
rates charged are not based on any 
recognized table of mortality. Only 60 
cents of the monthly assessment accrues 
to the mortuary fund. Approximately 
89 percent of the assets is represented 
by deposits in bank. The department 
calls attention to the fact that under the 
new Illinois code all fraternals operating 
in the state must be 100 percent solvent 
within the time prescribed. 





Change to 314 Percent Basis 


Ben Hur Life Revises Certificates, 
Brings Out Endowment Series and 
Other New Forms 








The Ben Hur Life of Crawfordsville, 
Ind., has gone on the American Expe- 
rience 3% percent basis for all new adult 
certificates. Heretofore rates and values 
were on 4 percent basis. 

The certificate forms. have been some- 
what revised. Endowments are being 
issued maturing at ages 60, 65, 70 and 
85, and there are also 20-payment life, 
20-year endowment and 10 year con- 
vertible term. In addition there is a 
single premium endowment at age 85 
form. 

Secretary Edwin M. Mason states the 
new rates and values apply only to new 
applications and will not affect any Ben 
Hur certificates issued prior to Jan. 1, 





YOU CAN INCREASE YOUR INCOME 
in 1938 by stressing liability coverages. 
Profit making suggestions are published 
every month in The Casualty Insuror. 
$1.50 a year. 175 West Jackson Blvd., 
Chicago. 




















Five Modern Legal 
Reserve Contracts 


© Ordinary Life 

@Twenty Payment Life 

© Endowment at Seventy 
@Twenty Year Endowment 
Family Income 


These contracts are participat- 
ing, and provide all standard 
non-forfeiture options. 





Operating for almost fifty years 
in California, Oregon, Wash- 
ington, Colorado, Idaho, Mon- 
tana, Nevada, Utah, and Wyo- 
ming. 


Write for particulars to 
PETER F. GILROY, President 


1447 TREMONT PLACE 
DENVER, COLORADO 


ANNOUNCING 


The Transformation of the Lutheran Mutual Aid 
Society to a Legal Reserve Mutual Company. 





The only Company exclusively for Lutherans. 


Good territory for agents. 


Lutheran Mutual Life Insurance Co. 


Waverly, lowa 











WOODMEN OF THE WORLD 
LIFE INSURANCE SOCIETY 
A Legal Reserve Fraternal Founded in 1890 





Paid to members and their 

beneficiaries more than.............. $285,000,000 
420,000,000 
125,000,000 


Certificates of insurance contain modern privileges 
to meet every need. 


De E. Bradshaw, Pres. Omaha—Nebraska 
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1938. New certificates, however, will be 
issued only on the 3% percent basis. 

No change.was made in premium rates 
for the double indemnity rider, it was 
explained, although accidental deaths 
have been steadily increasing. Illustra- 
tive rates on the new certificates forms 
are: 

Adult Certificates 


nd. End. End. ne Rog ~ ZF 
Age at85 at70 at65 at rs $4 
16.. $13.37 $14.49 $15.53 $17. Ot $21. : $43. to 
17.. 138.66 14.82 15.93 17.60 43.44 
18.. 138.94 15.17 16.34 18.11 33 30 43.47 
19.. 14.24 15.54 16.78 18.66 22.55 43.51 
20.. 14.55 15.938 17.24 19.25 22.91 43.55 
21.. 14.88 16.34 17.73 19.86 23.29 43.60 
22.. 15.22 16.77 18.25 20.52 23.68 43.65 
28.. 15.58 17.22 18.79 21.22 24.08 43.70 
24.. 15.96 17.70 19.387 21.97 24.50 43.75 
25.. 16.36 18.21 19.99 22.76 24.94 43.82 
26.. 16.78 18.74 20.64 23.61 25.39 43.88 
27.. 17.23 19.81 21.384 24.52 25.87 43.95 
28.. 17.69 19.91 22.08 25.50 26.36 44.03 
29.. 18.18 20.54 22.86 26.55 26.87 44.12 
30.. 18.70 21.22 23.70 27.68 27.40 44.22 
31.. 19.25 21.94 24.60 28.89 27.96 44.32 
32.. 19.82 22.70 25.56 30.21 28.54 44.44 
33.. 20.43 23.51 26.59 31.63 29.14 44.57 
84,. 21.07 24.37 27.70 33.17 29.77 44.72 
35.. 21.76 25.29 28.89 34.85 80.42 44.89 
36.. 22.48 26.28 30.17 36.69 21.11 45.07 
37.. 23.24 27.83 31.55 38.70 31.83 45.28 
38.. 24.05 28.46 33.05 40.92 32.58 45.51 
39.. 24.91 29.67 34.68 43.36 33.37 45.77 
40.. 25.82 30.98 36.44 46.06 34.20 46.06 
41.. 26.79 32.38 38.37 49.08 35.07 46.40 
42.. 27.82 33.79 40.48 52.46 35.98 46.80 
43.. 28.92 35.53 42.81 56.27 36.95 47.19 
44,.,. 30.08 37.31 45.36 60.60 37.97 47.66 
45.. 31.383 39.24 48.20 65.55 39.05 48.20 
46. 32.66 41.385 51.35 -+- 40.20 48.79 
47. 34.08 43.64 54.87 41.41 49.46 
48. 35.59 46.16 58.83 42.70 50.21 
49 37.20 48.92 63.31 44.06 51.04 
50.. 38.92 51.91 68.42 45.51 ae 
51.. 40.76 55.84 ... 47.05 
52.. 42.73 59.09 : 48.70 
53.. 44.82 63.29 50.45 
54.. 47.07 68.02 52.33 
55.. 49.47 73.78 54.33 
56.. 52.04 79.51 56.48 
57.. 54.80 86.61 58.79 
58.. 57.75 94.92 61.27 
69.. 60.93 104.79 63.93 
CO. GEST 7S. ance sens OBB 

10-Year Convertible Term 

Age 

| as $8.43 28 . $9.35 40....$12.04 
| re 8.48 29 . 9.48 Sloss UBT 
| 8.54 | ee 9.61 | ea 
| Pe 8.59 _) LR 9.76 43.... 13.52 
| 8.66 Dis se'b's 9.92 a4.... 2848 
| re 8.72 | ee 10.10 45.... 14.86 
* 8.79 /- 10.30 46.... 15.66 
BBi-oxee 8.87 Dpe'sswe 10.51 | See BS 
| ee 8.95 Be sscue 10.75 me | Pes 
ee 04 Riis wats 11.02 49.... 18.69 
BB s's:0 016 9.14 | APR 11.32 50 - 19.94 
|: ae 9.24 | ee 11.66 





Set 1938 Arkansas Goal 


HOT SPRINGS, ARK.—A goal of 
$150,000 insurance has been set for 1938 








Security Mutual Life 


Insurance C jompany 


BINGHAMTON, N.Y 
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by the Woodmen Circle of Arkansas, 
Mrs. Tressie Goldsticker, Little Rock, 
state manager, announced at a district 
meeting here. This must be written by 
July 1, prior to a regional meeting at 
Oklahoma City. The national presi- 
dent, ‘Mrs. Dora Alexander Talley of 
Omaha, was represented at the meeting 
by Mrs. Margaret Meadows, Fort 
Worth, Tex., national director. Others 
attending were Mrs. Eva Taylor, Tex- 
arkana, state president, and Mrs. Nora 
Murphy, Jonesboro, past state president. 


POLICIES 


Capitol Life Revises Rates, 
Makes Other Changes 


In addition to a premium rate revi- 
sion similar to the actions of the ma- 
jority of non-participating companies, 
the Capitol Life of Denver has with- 
drawn the income disability clause and 
made quite a number of policy changes. 
The most important of these is the 
adoption of the settlement option table 
which is identical with those of a large 
number of medium sized companies. 

The premium deposit fund clause has 
been extended to produce results sim- 
ilar to dividends under participating 
policies. By this plan the insured can 
make additional deposits which accumu- 
late at interest to pay up or mature his 
policy and in the meantime have a fund 
from which withdrawals may be made 
without affecting his basic policy values. 

Renewal privileges have been elim- 
inated from the ten-year term which 
will, hereafter, be convertible within 
eight years but prior to age 60. The 
title of “Insurance With Life Income” 
has been changed to “Life Income En- 
dowment” and the income at maturity 
has been changed from the refund basis 
to ten years certain and life thereafter. 
This contract is issued to men and 
women at the same premium but the 
female income is $9.22 per month for 
each unit of $10 monthly income for 
male lives. New premiums at sample 
0 are illustrated in the accompanying 
table. 














Life Life 

Ord. 20P. Inc. Ine. 
Life End. End 20 End. End. 
Pref. Age Age Yr. Age Age 

age Risk 85 85 End 60 65 
$13.19 $20.67 $39.66 $19.65 $16.37 
20: $13. 48 14.62 22.31 39.93 45 18.89 
25. 15.10 16.44 24.43 40.30 28.11 22.21 
30... 17.19 18.79 27.03 40.82 34.59 27.02 
35... 19.91 21.86 30.18 41.92 44.14 33.11 
40... 23.74 26.09 34.06 43.39 58.80 42.10 
45... 28.93 31.82 39.26 45.79 84.45 55.82 
50... 36.07 39.75 45.96 49.98 136. _ 79.56 
55... 45.97 49.98 54.74 56.80 .... 126.92 
60... 59.82 63.97 67.30 67.96 Day Sees 





Standardizes Option Forms 


Although the Business Men’s Assur- 
ance has made no changes in its settle- 
ment options, it has prepared a stand- 
ardized set of policy options in a form 
which simplifies their application for the 
agent. Options now can be applied with 
a minimum of time and effort, which 
removes one of the main criticisms. 


Canada Life Increase Likely 


Probability that Canada Life will in- 
crease dividends to policyholders has 
been indicated by A. N. Mitchell, vice- 
president and general manager. Divi- 
dend payments, which have been on a 
six-month basis since 1930, are now re- 
stored to a yearly basis and a declara- 
tion will be due in July. 








Milwaukee Managers Elect 


The Life Managers & General Agents 
Association of Milwaukee has elected 
new officers. -Hugh Holmes, general 
agent Lincoln National, was elevated to 
the presidency succeeding Frank 
Hughes, Mutual Benefit. Other officers 
elected were: S. J. Stevenson, National 
Guardian, and August H. Tetting, Great 
Northern, vice-presidents; C. C. Post, 
Provident Mutual, secretary; B. W. Rea- 
gles, Acacia Mutual, treasurer. 





Administrative 
Problems Treated 
by Parkinson 


(CONTINUED FROM PAGE 1) 


law administration. If liberty and free- 
dom are to exist, it is necessary that 
policies be’ determined and laws made by 
representatives of the people rather than 
by experts chosen by other than the peo- 
ple. The government function lies close 
to home and not from a distance. He 
said he had a friend in the legislature 
who always emphasized that he was 
from New York and not for New York. 
To have representative government, he 
continued, we must have a representative 
familiar with his locality. Good govern- 
ment is representative government. The 
life insurance companies can do busi- 
ness on a cash basis if they have to, 
but they accumulate earnings to reduce 
the cost of insurance to policyholders. 
Low yields of investments are not inher- 
ent in the present situation but are the 
deliberate choice of those in charge of 
the government, he said. The treasury’s 
policy of selling five year 134 percent is- 
sues on one hand and selling 2 percent 
notes issued for five years wholly tax 
exempt to men who pay 80 percent of 
the state and federal tax on the other, is 
“a giving away in one hand what it was 
boosting in low yields.” 





Paying “Terrible Price” 


The federal treasury is paying a “ter- 
rible price” for its policies, Mr. Parkin- 
son said. The artificial low yield makes 
it difficult to get a fair return from other 
sources of hired money. The life insur- 
ance companies buy underlying first 
mortgage bonds of public utilities almost 
without exception. There is a growing 
demand of the public for electric power. 
In the future the average citizen will be 
obliged to sit down with an allotment of 
power because the utilities find it impos- 
sible to finance themselves. 

The life insurance companies would all 
like to finance the housing needs of the 
people but cannot provide housing in a 
situation where a $75 a week bricklayer 
or workman builds a home for a $35 a 
week clerk. Government officials will 
answer for their policies to public opin- 
ion in the future, he concluded. 





Lincoln National Meeting 


A two-day meeting of the general 
agents of the Lincoln National Life will 
be held in Chicago Feb. 14 with about 
100 in attendance. There will be several 
panel sessions round table discussions 
and talks by company officials. There 
will be a large delegation from the home 
office, including A. J. McAndless, execu- 
tive vice-president; A. L. Dern, vice- 
president and agency director: ‘C. fF. 
Cross, second vice-president and agency 
manager; Dr. W. E. Thornton, medical 
director; S. C. Cattell, secretary-actuary; 
J. J. Klingenberger, agency secretary; 
W. T. Plogsterth, director of field serv- 
ice; Superintendent of Agencies J. P. 
Carroll, F. W. Gale and A. H. Ham- 
mond; D. B. Semans, chief underwriter, 
and others. 


Arkansas Secretaries Meet 


PINE BLUFF ARK.—Farrar New- 
berry, Omaha, secretary Woodmen of 
the World, presided here at a session of 
50 secretaries of W. O. W. lodges of 
southeast Arkansas district. B. B. Rag- 
land, state manager, and Homer Bear- 
den, State head counselor, attended the 
meeting. 


P. G. Teeple Agents Meet 


P. G. Teeple of Marquette, Mich., 
general agent of the Northwestern Mu- 
tual Life, held an annual agency confer- 
ence and was host at a bison dinner. 
The animal was procured from Canada. 
It was the first meal of its kind ever 
served in the city. W. R. Chapman, 
assistant superintendent of agents, was 
present from the home office. The 
Teeple agency covers all the upper 








peninsula and four counties beloy , 
straits. It has been designated ag , 
“achievement agency” because gf ; 
record in winning for two consecuty 
years the silver cup awarded by 

company for the best balanced age, 
job. Mr. Teeple has been associg, 
with the company for 44 years, 





Reilly N. J. Commissioner 


Louis A. Reilly has been appoiny 
New Jersey commissioner in SUCCESsigl 
to C. K. Withers, resigned to becom 
president of a Newark bank. 








Logical Headquarter 


for Insurance Me 





ComForte 
New HOTEL 


CLARK 


in Downtown 


LOS ANGELES 


Convenience is another offering of 
this hotel. Whether on_ business or 
pleasure bent, the Hotel Clark make 
an ideal “base of operations” as wel 
as a restful “billet”? at the end o 
the day’s “campaign.” Good Foo, 
naturally. And moderate charges, a 

well as for room accommodations, 








give final significance to assuring 
word—COMFORT. 
Single from $2.50 
Double from $3.50 
ROOMS : 
555 Fifth and Hill 
BATHS P. G. B. MORRISS, Manager 
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h HOTEL 


CADILLAC SQUARE 
AND BATES STREET 
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SALES IDEAS AND SUGGESTIONS 














tix Gifts of Selling Allow 
Agents to Improve Ability 





ifts of selling are important but 
ie important as the development 
will power which will lead agents to 
e these gifts, said Vice-president F. H. 
aviland of the Connecticut General in 
peaking before a meeting of the Boston 
ife Underwriters Association. He spoke 
yn the “Gifts of Selling.” “Knowledge 
nd mental ability will enable a man to 
Fd a solution of financial problems but 
he delivery of these solutions in the 
orm of life insurance is the real prob- 
em of the salesman.” : 
He praised contests as methods of in- 
reasing will power and leading men to 


Muiscover new heights to their ability. In 


the swing-back after a contest, 
e said, men seldom go back to their 
average of pre-contest days. He be- 
ieved salesmen should welcome contests 
occasionally as methods of helping them- 
selves realize their potential production. 
He suggested, however, that mention of 
contests to the public should always be 
avoided. 


Forecasts Good Years 
for Life Insurance 


Regardless of what is occurring in 
business, depression or a recession, Mr. 
Haviland said 1929 experience forecasts 
at least two good years for life insur- 
ance. He cited the results of 1930 and 
1931 as indicating that life insurance goes 
along in high production long after other 
business has been more severely affected. 
As evidence of the will power factor he 
gave an experience in his own agency. 
In the fall of 1933, 35 agents produced 
16 applications in one week but went out 
the next under a strong impetus of de- 
termination to write 129 applications, and 
succeeded in making the monthly total 
the largest the agency ever experienced. 

In the selection of prospects, Mr. 
Haviland advised agents to look for 
prospects where they have a selling edge 
over any other agent in the community. 
This feeling, of course, can often be ac- 
quired when the agent has inquired more 
thoroughly about the prospect, and 
planned more skillfully than any one 
else to get an interview under favorable 
circumstances. An agent’s work, he de- 
scribed as prospecting, fact finding and 
plan presenting. When an agent is ex- 
pecting to earn $25, $50 or $200, he must 
expect to put forth an amount of effort 
ey the prospect will recognize at its 
value, 


Gives Six Gifts of 
Selling for Agents to Follow 


The gifts of selling, six in number, 
named by Mr. Haviland, were headed 
by the salesman’s gift of giving atten- 
tion to the prospect. Attention is a 
tangible evidence of deference and fail- 
ure to give it marks the poor salesman. 
Next in order he named the gift of 


spite of 











Loan Privilege Emphasis 
Means High Lapsation 





Agents who emphasize the loan 
Privilege in their approach and 
Presentation, experience the high- 
est lapse ratio, is the conclusion 
Teached by D. H. Sayward, gen- 
eral agent for the John Hancock 
at Portland, Me., based on a re- 
cent study of lapsed business. 
The study revealed that only 6.1 
Percent of all the lapse on 162 
Policies studied came from policies 
without loans two years old. 


(ee 











praise. When an agent learns about his 
prospect, before the call, he should know 
the particular talents which distinguish 
the prospect and in earnest, sincere and 
truthful praise, let the prospect know he 
is aware of these talents.. The third 
gift is consideration. The agent should 
feel himself as an assistant buyer to the 
prospect. Let the prospect realize that 
the agent is only assisting him to buy 





what will best fit. Fourth, in order of 
gifts, he named inspiration. Enthusiasm 
is inspiration and must be displayed by 
one who would arouse it in others. Con- 
cession, the fifth gift of the salesman, 
enables him to lead his prospect by de- 
grees rather than repel him with a 
head-on collision. Finally comes the gift 
of gratitude. The salesman will always 
thank those who help him to get busi- 
ness. The salesman should become an 
expert, be enthusiastic and a_ great 
thanker. A great thanker is one who 
will be called upon to express thanks 
again. Those who receive acknowledg- 
ment from a great thanker will give the 
salesman an excuse to exercise this gift 
over and over again. 








How to Do Estate 


Work 





W. N. Watson, general agent Con- 
necticut Mutual, Boston, told the Port- 
land, Me., Life Insurance & Trust Coun- 
cil at a meeting that knowledge of taxes, 
estates, trusts and wills is the first es- 
sential for successful estate work. Other 
essentials are a list of prospects suitable 
to receive this type of service, a careful 
technique of analysis and presentation, 
complete working sympathy with a com- 
petent trust officer and a file of case 
histories. It is impossible to give sat- 
isfactory estate service without a con- 
stant study of life insurance services 
treating this subject, he said. 

He suggested as sources of prospects 
income tax lists, Dun & Bradstreet re- 
ports, “Who’s Who,” and leads devel- 
oped in field work. Estate analysis work 
lends itself well to the use of direct mail 
approach and a build-up by this method 
can help to guarantee the agent’s results 
when he makes his personal approach. 
The two questions which have proved 
themselves as an approach before the 
prospect are: “Have you reduced the 
shrinkage in your estate to the mini- 
mum?” and “Have you provided the 
funds with which your executor may 
meet this shrinkage with the least pos- 
sible shock to your estate?” 


Agents’ Prestige Important 


When the agent has obtained the in- 
terest of the property owner, he will not 
obtain the information necessary to 
carry on the work unless he has high 
prestige with the prospect. That is 
where a file of completéd cases is useful. 
Difficult cases may be brought out and 
the method of operation outlined. The 
prospect may then see the necessity of 
complete information and desirability of 





using competent trust officers, tax ex- 
perts and attorneys. 

In the course of this discussion, the 
agent will emphasize the qualification of 
these men who assist him. After the 
information about property, wills, insur- 
ance and other incidents of property 
ownership are obtained, an effort is made 
to arrange an appointment with the trust 
officer and a tax expert to go over the 
facts. Later after the insurance and 
trust officer and others have agreed upon 
the case itself, presentation of the 
analysis may be made jointly by the in- 
surance agent and trust officer, each 
pointing out the value of the other’s 
contribution and seeking to get the pros- 
pect to agree to the recommendation. 
The life insurance man may then also 
immediately try for the medical examina- 
tion. 


Close Cooperation 


When agreement has been reached on 
all of the essentials, the attorney may 
be called, in order to have the necessary 
papers drawn. The life insurance man 
and the trust officer will find it well 
worth while, according to Mr. Watson, 
to study carefully the methods by which 
each may complement the other in the 
sales work. A careful study of individ- 
ual ability as well as observation of case 
handling will enable the two to develop 
joint closing ability. 

Mr. Watson has proved in his per- 
sonal work the efficiency of these meth- 
ods. In 1937, 31 cases, six program 
cases, 11 estate cases and two business 
cases put $547,000 of insurance into 
effect and enabled the banks to obtain 
business involving more than $5,000,000. 

F. C. Rozelle, Equitable manager and 
president of the council, presided. 








Lady Luck a Gay Deceiver 





The futility of depending upon luck 
in the hope of being successful, was 
stressed by Chester O. Fischer, vice- 
president of Massachusetts Mutual, at 
the meeting of the Baltimore Life 
Underwriters. ; 

“Lady Luck is a gay deceiver,” said 
Mr. Fischer. “She will lure you away 
from good work habits. She will lull 
you into drowsy inertia, if you permit 
her to do so, and then when it is too 
late for you to make a recovery, she will 
leave you to be rudely awakened by the 
realization of misplaced confidence and 
of the losses which you have sustained.” 

“A man may be lucky for one day or 
one week, but he certainly is not going 
to be lucky for a whole year. When 
the close of 1938 rolls around, if you 
are inclined to say, ‘I was lucky this 
year,’ pause and look over your shoulder. 
As you review your activities and your 
accomplishments, you will see that your 
achievements are the results of your 





own good common sense. You will re- 
call many instances when you cracked 
the whiplash of intelligent will power 
over yourself and forced yourself to con- 
form to the rigid rules of time and effort 
control. You will remember that you 
adhered to those minimum performance 
requirements which have been so defi- 
nitely proved essential that they may 
well be catalogued as fixed laws for suc- 
cess in life underwriting, practically as 
fixed as the law of gravity.” 

“Reliance upon ‘good luck’ makes its 
subtle attack in diverse ways,” said Mr. 
Fischer. “Sometimes it is through the 
temptation to take a short-cut method of 
attaining the goal; but when we stop to 
think, we realize that there is no short- 
cut to success. And sometimes it entices 
a man who has been outstandingly suc- 
cessful—successful because he has fol- 
lowed the fixed rules—to get the idea 
that he has grown big enough to ignore 
the rules and still succeed. He ascribes 





his record of achievement to some 
peculiar personal power or charm— 
rather than to adherence to the funda- 
mental laws of business success — not 
realizing that the only peculiar or un- 
usual or individual feature involved has 
been his ability to exercise common 
sense and will power so as to direct his 
efforts in conformance with those laws.” 


Nelson, Taggart and Gantz 
Tell Success Methods 


Three outstanding leaders talked at 
the sales congresses at Houston, San 
Antonio, Dallas and Oklahoma City, 
bringing out practical ideas on life in- 
surance selling. 

Agents should make a sincere presen- 
tation of the service they offer and meet 
the needs of their clients intelligently 
so that the clients will show their ap- 
preciation by giving the agent the names 
of prospects, said Bert C. Nelson, Mil- 
waukee producer for Northwestern Mu- 
tual Life, in discussing “Prospecting 
That Brings More and Better Results.” 
Success lies in the choosing of prospects 
able to buy and presenting to them 
plans which will accomplish their pur- 
poses, said Mr. Nelson. Memberships in 
civic and religious organizations aid an 
agent in knowing people and becoming 
favorably known. Mr. Nelson shows 
his prospect his own insurance program 
in order to secure the prospect’s con- 
sent to the preparation of a similar plan 
adjusted to the personal problems of the 
prospect. 

Applications are the result of know- 
ing people and working, said Mr. Nel- 
son. Mr. Nelson stressed the human 
appeal. He urges the use of a program 
which the prospect can understand and 
at the same time does the things he 
wishes done. The agent should show a 
definite interest in the people he contacts 
and in their problems. 








Insurance Carries Through 


Life insurance carries through when 
the loved one is gone and when the 
neighbors no longer offer their minis- 
trations, said Grant Taggart, former 
chairman of the Million Dollar Round 
Table and California-Western States 
producer of Cowley, Wyo., in talking 
on “Success—a Price to Pay.” “Get the 
vision and work. The key to success 
is work. The best is never brought out 
in a man until he meets adversity. It 
is only the sturdy and steadfast who 
carry through,” said Mr. Taggart. Diffi- 
culties in selling are due to the mental 
attitude. To overcome this handicap 
the agents should attend their associa- 
tion meetings. 

There is no substitute for planning 
and work, said Mr. Taggart. Agents 
are not in a cheap and easy business 
and to become outstanding they must 
plan and work. Mr. Taggart urged con- 
sistent, courageous effort, combined with 
loyalty to self, community, company and 
the institution of life insurance and its 
possibilities of service to people. 


Let People Have Way 


Agents were urged to sell life insur- 
ance as the American people want to 
buy it by Joseph M. Gantz, Cincinnati 
general agent of the Pacific Mutual Life, 
in discussing “Life Insurance ‘Can Be 
Merchandised.” He urged the agents to 
consider the problems to which life in- 
surance is the answer. They should 
have the courage of their convictions 
concerning the needs of the prospect for 
protection and portray to him the reali- 
ties of life which call for the service of 
life insurance. The agent should de- 
velop the power to go out and portray 
the actual situations of life so the 
prospect is moved to buy. Men buy 
life insurance as the result of emotion 
rather than logic, he declared. 
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Brooklyn Supervisors Outline 
Managerial Helps to Agent 





BROOKLYN—Success marked the 
first attempt to get managers, general 
agents and supervisors of Brooklyn to- 
gether in a round table sales conference. 
The meeting was sponsored by the re- 
cently organized Brooklyn Supervisors 
Association and was attended by almost 
every member of that organization and 
of the Brooklyn Life Managers Asso- 
ciation. 

Speaking on 1938’s opportunities, 
Manager W. H. Kee of the Mutual Life 
laid great stress on the agency man- 
ager’s mental attitude — his attitude 
toward himself and his job, toward. life 
insurance itself, his acceptance of the 
responsibilities of leadership and_ his 
obligations to help men live up to their 
possibilities. He said that the manager 
has a great source of strength in the 
greatness of life insurance itself. If a 
sense of its greatness can become a part 
of him, then he can cheerfully and will- 
ingly do the things leadership requires. 

Mr. Kee mentioned the recent report 
of the Brooklyn Bar Association as an 
example of opportunity, in that it offers 
a chance to life insurance men to foster 
the cooperation indicated in the asso- 
ciation’s report. To this end he suggested 
conferring, wherever legal matters 
are involved, with the client’s lawyer, 
realizing that a small fee now might 
save many times that amount later; also 
wherever possible, call to the prospect 
or client’s attention advisability of mak- 
ing a will or bringing the present one 
up to date. 


Urges More Scientific 
Selection in Recruiting 


A. G. Correll, general agent New 
England Mutual Life, urged use of more 
scientific selection in recruiting, includ- 
ing intelligence tests for potential agents. 
He also stressed the advantages of re- 
cruiting younger men as having smaller 
income requirements, fewer bad habits 
to unlearn, confidence and vigor, and 
loyalty to the agency which contributed 
by its training to their success. The 
general agent or manager must be per- 
sonally responsible for recruiting, he 
said, pointing out that little reliance 
should be placed on agents recruiting 
their friends and policyholders, as doing 
so tends to cut into the number of their 
clients. 

C. E. Haas, supervisor Mutual Life of 
New York and chairman of the commit- 
tee in charge of the conference, talked 
on agency meetings, revealing the inter- 
esting discovery that agents are more 
attracted to an integrated series of meet- 
ings than to a single meeting. 

For example, the agency with which 
he is connected recently ran a series of 
eight Monday morning meetings on 
business insurance which pulled much 
better than previous meetings, attend- 
ance being more than triple the former 
average. He attributed the success of 
the series idea to the fact that the lec- 
turer, if he is devoting only one hour 
to, say, business insurance, must cover 
the subject so superficially that he can- 
not hope to give the men anything they 
haven’t already heard. The series plan 
calls for intensive treatment of the sub- 
ject. The whole series should be planned 
and reduced to an outline before the 
start, he warned. The best type of 
sales meeting should combine real edu- 
cational material with a vivid and inter- 





esting presentation. He discounted the 
purely “pep-talk” type of agency meet- 
ing as worthless, as the listeners get all 
steamed up but quickly cool off. 

Speaking on sales contests, R. C. 
Buckley, supervisor Aetna Life, said 
these drives should be timely, confined 
to two or three times a year at the out- 
side, should offer prizes which wil] con- 
stitute a real incentive and not last too 
long or they will drag. Describing the 
Aetna’s “Early Bird” contests, Mr. 
Buckley said they run for one day, from 
8 a. m. to midnight, July 1, the opening 
of the company’s fiscal year. He said 
that consequently July is consistently 
the Brooklyn agency’s best month and 
that the business is usually good and 
persists well. 

Edward Rosenbaum, supervisor Equi- 
table Society, speaking on joint work 
between supervisor and agent, said that 
the agent should bring the supervisor 
in at the start of the sales attempt, not 
trying to close it himself, spoiling it, and 
then expecting the supervisor to revive 
the sale. He emphasized the necessity 
of agent and supervisor deciding at the 
start about division of commissions and 
particularly about division of sales effort. 
The agent should always appear to side 
with the prospect, rather than trying to 
jump in and help the supervisor push 
the sale, Mr. Rosenbaum said. By ques- 
tioning and raising apparent objections, 
the agent can help the supervisor bring 
out points pertinent to the sale, but 
which it might otherwise be difficult to 
introduce. Before bringing the super- 
visor on the scene the agent should build 
him up in the prospect’s eyes, Mr. 
Rosenbaum said. 

_Jack Warshauer, general agent Guar- 
dian Life of New York, the final speaker, 
summed up the conference, touching on 
particularly valuable points and praising 
the Supervisors Association for putting 
on the conference. 





International Meeting Held 





Detroit and Windsor Managers 
Gather—Sinnett Outlines Canadian 
Agency Problems and Conditions 





Twenty members of the Detroit As- 
sociated Life General Agents & Man- 
agers under C. E. Purdy, Canada 
Life manager and president of the as- 
sociation, were the guests of the Wind- 
sor Managers Association at the Janu- 
ary meeting in Windsor. 

Al Sinnett, manager Montreal Life 
and president of the Windsor associa- 
tion, spoke on “Problems of Agency 
Management in Canadian Territory.” 
“We have many problems in common 
with those in the United States and 
some others that are peculiarly our own, 
chiefly resulting from the relatively 
sparse population that must be covered,” 
said Mr. Sinnett. 

“In order to overcome this handicap 
we have four distinct types of agencies. 
First, we have the regular type of agency, 
under a manager or general agent and a 
supervisor, with training facilities and a 
number of agents working out of the 
agency in urban and immediately subur- 
ban territory. 

“Second, we have the decentralized 
agency, where unit managers are lo- 
cated in different points throughout a 





relatively large geographic territory, 
each unit manager being responsible for 
training, supervision and production of 
the agents in his immediate area. 

“Third, we have what we call the 80 
percent agency, in which the manager 
or general agent usually produces a 
large proportion of the business him- 
self, but has one or two men associated 
with him. Such agencies are to be found 
in the smaller cities and towns. 

“The fourth type is what we might 
call the personal producer agency, where 
one man is the manager and sales force 
rolled into one. This type is quite com- 
mon in the more sparsely settled areas. 


Part-Timer Is Problem 


“One of our greatest problems is that 
of the part-timer. The conditions are 
conducive to the employment of too 
many part-time agents. In many such 
cases the managers are called upon to 
do most of the actual selling while the 
agents collect the commissions.” 

C. E. Purdy, president of the Detroit 
association, said it is a fine thing that 
men in the same business in two differ- 
ent countries can get together harmoni- 
ously around a table and discuss their 
problems freely and frankly without fear 
or hesitance, a condition that would 
probably be true of the inhabitants of 
no other countries. 

Seth Ryan, general agent Penn Mu- 
tual in Detroit and president of the 
Qualified Life Underwriters, extended 
an invitation to attend the Detroit sales 
congress on March 9. 


Not Many Men Are Naturals 


J. Harry Wood Says That for Most 
People the Technique of Motivation 
Must Be Well Learned 








“It is the rare member of any profes- 
sion who is a ‘natural,’” J. Harry Wood, 
manager of general agencies for the 
John Hancock, told members of the 
Boston General Agents & Managers As- 
sociation. ‘Many successful general 
agents are doing an excellent job of 
motivation without being aware of it,” 
continued Mr. Wood. “They are the 
‘naturals’ of the business—men who un- 
consciously do all the things necessary 
to conduct a successful organization. 

“For most of us, though, the technique 
of motivation must be learned. A man- 
ager is not ready for motivation until he 
is keenly aware of three things: That 
men do not work for money alone, but 
are stimulated to do their best for other 
reasons; that he must take a sincere per- 
sonal interest in his men and prove it 
by translating this interest into activi- 
ties, and that an agent must be on a 
sound financial basis, because it is im- 
possible to motivate financially dis- 
tracted men. 

“Before you can motivate a man, you 
must find out what it is that will cause 
him to strive for better results. It is 
not the same for everybody. In one 
man it may be pride, in another fear— 
but whatever it is, there must be a goal 
for which to strive—because we are all 
so constituted that we must have a goal, 
in order that we may check ourselves as 
to progress. 

“Probably the greatest problem, once 
the goal is set, is that of translating dis- 
tant goals into the necessity for imme- 
diate action. There are many ways of 
accomplishing this and each manager 
should work out his own _ individual 
methods. There are many effective de- 
vices, such as making the goal public, 
recognizing the principle that men tend 
to do what others expect them to do. 
Perhaps the greatest motivating device, 
however, is maintaining a success at- 
mosphere in the agency. Association 
with a group who are alive and con- 
stantly striving for better goals is the 
greatest stimulus toward success a man 
can have.” 

Manuel Camps, Jr., general agent 
Penn Mutual Life, was reelected presi- 
dent of the association; J. V. Gridley, 
Connecticut General, vice-president; 
Clyde Gay, Aetna Life, secretary, and 
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V. W. Wiedemann, who was recent 
elected president of the General Age 
& Managers Association of Kansas Cit 
is manager there for the Sun Life 
Canada. He is an active man in organi 
zation undertakings in his city. 








G. P. Smith, New York Life, treasurer 
New members of the executive commit 
tee are Paul F, Clark, John Hancock 
R. W. Moore, Jr., New England Muty 
Paul S. Burns, Mutual Life of New 
York; A. M. Hammer, Provident Mv 
tual, and Paul C. Sanborn, Connecticut 
Mutual Life. Special guests were Vice 
president George L. Hunt, New Eng 
land Mutual, and F. H. Haviland, vice 
president Connecticut General. 





Care in Selection of Men 


Is Urged by Paul Conway 


Only men with high personal stant: 
ing in their communities should be se 
lected for life insurance sales work, said 
Paul Conway, Albany, N. Y., associate 
general agent of the John Hancock Mt 
tual Life, in discussing ‘““Where Do Yot 
Stand in the Market Place?” before the 
sales congresses in Houston, Dallas, San 
Antonio and Oklahoma City. Agenty 
managers should select only men with 
whom they wish to associate, not only 
in the agency, but in community and 
social life as well. An agent should fit 
in with the manager’s ideas and plans 
and their personalities should be hat 
monious. Only men who appear to be 
able to make money and gain satisfac 
tion in their work as a life underwriter 
should be selected, said Mr. Conway: 
Intelligence, integrity and industry aft 
all required to qualify for success i 
life insurance. Integrity is shown by 
achievements in meeting the obligations 
of business life and industry by cof 
sistent effort. Industry is absolutely 
essential to sucess because it detet 
mines whether a man is a good execl- 
tive in employing his own time ail 
whether he analyzes his problems. A 
talented man and a genius can fail with 
out industry, while the average maf 
can succeed by doing the things which 
are worth while. 








Western Mutual Meets Bi 


More than $1,500,000 in new business 
was issued in 1937 by the Western Mt- 
tual Life of Fargo, it was announced by 
A. R. Bergesen, president, at the annu 
banquet. M. O. Ryan, secretary of the 
Greater North Dakota Association, af 
Mayor F. O. Olson of Fargo spoke. Tet 
members of the “Builders Club” weté 
awarded prizes. Top award went to | 
C. Staak, who has taken this honor three 
successive years. 





